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Hurrah for 1927 and Profits! 


Merchants Everywhere Eager for Greater Pairage 


HE opinions of men who ven- 

ture their own money in the 

business of selling shoes is the 
best that can be found for picturing 
the possibilities of a New Year. By 
telegraph we have endeavored to 
sense the possibilities of business at 
retail and these leaders report as fol- 
lows : 


apiers Booterie, Omaha, Neb.: 

We see a good normal busi- 
ness ahead for 1927. Planning 
on colored kid leathers to take care 
of spring volumes especially in 
light-weight welts for street. Indi- 
cations as to patterns put fancy 
straps in the lead with opera and 
small tongue effects a close second. 


rank H. Bush, Los Angeles, Cal.: 

1927 appears to hold very 
bright prospects for California. 
Early copious rainfall, influx of 
visitors, faster ‘transcontinental 
train service, together with increas- 
ing development of natural re- 
sources and manufacturing assure 
prosperous year. Colorful style 
trend for both shoes and hosiery if 
followed cautiously means satisfac- 
tory business. 


histlewaite Shoe Co., Helena, 
Mont.: Prospects good for 1927. 
Good crops this past season. Min- 
ing activities increasing. Consid- 
erable railroad building through 
this State. Next year cannot see 


anything but a big colored season 
ahead. Short vamp spike heel lasts 
are best with us. 





avid L. O’Berry, Miami, Fla.: 

We are most enthusiastic over 
prospects for Miami and ourselves 
for the year 1927. Miami has been 
through practically every reverse 
possible for a city to endure during 
the year of 1926 and has emerged 
from the fire ninety-nine and forty- 
four one hundredths pure gold. 
Everyone has put their shoulders 
to the wheel and are building a 
bigger better Miami for the future. 
Business conditions generally are 
much improved. We personally are 
more than proportionately optimis- 
tic because of changed business 
policies and because by remodeling 

















1927 will be the biggest sport shoe 
year ever recorded 


and changing main store. We ex- 
pect to have the most beautiful 
store in the State with entrance on 
two thoroughfares by Jan. 15. 


C. Sams, Pres., J. C. Penney 

@ Co., N. Y.: We are entering 
upon 1927 without anxiety and 
without unreasonable expectation: 
For we believe that our business 
for the next twelve months must 
necessarily be the reflection of the 
principles we have adopted, the 
policy we put into operation and 
the type of service that we render 
to the public. 


L. Tinkham, president of the 

@ W. L. Douglas Shoe Co. 
Stores: With the principal key in- 
dustries of the United States look- 
ing forward to the most prosperous 
year in history and the general as- 
sured prosperity in agriculture, the 
retailers of footwear may well make 
their plans for an era of good busi- 
ness in 1927. This will be the year 
for a general stepping up of qual- 
ity if we all work together to the 
same end. Let us all urge the shoe 
wearers of the country to greater 
shoe consciousness; let us buy and 
advertise and sell good shoes at 
prices which are fair to consumers 
and ourselves alike. Conditions 


are right for a return of prosperity 
for the shoe merchant, and if we 
think clearly and act intelligently 
and concertedly we will again en- 
joy the legitimate returns which 
our investments of time and expe- 
rience and money entitle us. 
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The Path 


66 HE secret of a pretty ankle 
I is a good-looking shoe,” a 
very charming, very smart 
woman remarked recently, and she 
added the magic words, “in style.” 

There’s the rub, as Hamlet said. 
What is style? I asked this engag- 
ingly knowing person what she 
meant by style, stating that myself 
and everybody else in the shoe busi- 
ness were constantly seeking a 
formula for it. 

“Style,” she said, “is what the best 
people (including you and me, per- 
haps, but not necessarily the 
Joneses) are wearing at the mo- 
ment.” 

I didn’t argue the matter, nor tell 
her that she was too indefinite, nor 
point out that unfortunately “our 
best people” are so camparatively 
few and usually aloof, nor mention 
that the rest of the great purchasing 
public who wear hats and clothes and 
shoes and jewelry likewise feel they 
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By H. C. Clark 


Endicott Johnson Corporation 


are distinctly in the mode. I didn’t 
argue, because I think she was for 
the most part right. Nevertheless, 
what is style? 

Among other things, style is to- 
day’s most important merchandising 
factor in practically every line of 
business. As recently as six months 
ago it was authoritatively stated 
that two commodities remained un- 
influenced by the style factor—iron- 
ing boards and potato mashers. 
Since then ironing boards have suc- 
cumbed, I understand, and only the 
self-effacing kind which shrink away 
modestly into a wall cabinet when 
not in use can now be sold. That 
leaves the potato masher. So far as 
shoes are concerned, style holds 
99 44/100 per cent sway. 

I have heard style described as the 
thing which keeps shoe dealers 
awake of nights. If it were only the 
retailers! I am in the manufactur- 
ing end of the business, and many 
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and many a night I pace the floor 
with this child of fancy myself. As 
a matter of fact, we are all involved, 
all playing the father to this way- 
ward nymph. And yet I think we 
can trace its origins, pin it down for 
a fleeting moment, even though we 
can’t card-index and catalog it. 
Eventually we all recognize style. 


E know now, for instance, that 

the lighter shades will woo the 
fickle maiden when spring comes 
round again. Her first love will be 
the roseblush, and as the sun mounts 
and the days grow milder, she will 
turn gradually to parchment and 
blond—old loves, but still charming. 
There will be some fancifulness in 
the way of trimming, some gold and 
silver, and perhaps a reptile touch. 
We know that heels will not change 
materially; that fabrics are still in 
no great favor; that patent leather 
will not be forsaken, but will rather 
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be enhanced by a note of Paisley and 
iridescent for color’s sake. The 
strip pump will continue to be a step- 
child so long as the oxford is made 
so interesting with the new “lattice- 
work” and “flowing tie.” So much 
for feminine beguilement. 

As for our fellow club-member, we 
know that his tastes are moderating, 
that he will like something a little 
darker in color, a little lighter in 
weight, a little narrower in vamp. 
He will wear the bantamweight to a 
considerable extent, and he will go 
all out for oxfords, as he is doing 
now, except, strangely enough, in the 
South. He is getting away from 
perforated and embossed ornamenta- 
tion, and will prefer it in stitching. 
The college student is already de- 
manding substantial simplicity. 
Man’s taste for black will continue 
through the winter, and well into 
apple-blossom time. Beyond that, 
why follow him? Though not so 
nimble, his fancy too is fickle, and 
his taste will change. 


HESE are the earmarks of fash- 
ion in shoes for spring it can be 
said with assurance now, but some 
slight flux is occurring at this very 
moment. The trend may be compara- 
tively constant, but an infinitely 


‘slight variation is taking place all 









the time. Style is the most change- 
able thing in the world. 

Because it is so changeable, and 
is such an important factor in mer- 
chandising today, the retailer or 
manufacturer who wants to continue 
to sell shoes must know daily the 
change that style is undergoing, and 
change his stock to meet it. The re- 
tailer is of course in the best position 
ever in this respect, now that he has 
adopted so-called hand-to-mouth buy- 
ing. The wise manufacturer has 
accepted that situation as permanent 
and has fallen in line. He has re- 
organized to produce and deliver 
faster on a quick turnover basis. He 
has evolved new methods for moving 
quickly in style changes. 


UT how can one know what is 

taking place in the mercury glass 
of fashion from day to day, and hour 
to hour? The smart woman who 
told me that style is what the best 
people are wearing gave the answer. 
Style is not made by the retailer, 
nor the manufacturer. We merely 
note the change and interpret it. 
The public makes the style, and 
fashion being what it is, and human 
nature what it is, the best people 
are the most influential. 

Whoever wants to know style 
must station himself along the path 
of fashion, or send a delegate. In 
person or by proxy, he must take a 
seat at a table in front of the Cafe 
de la Paix in Paris, attend the races 
at Longchamps, visit the autumn sa- 
lon, crash the gates at private 
soirees on the rue de Chaillot, be at 
Deauville in August, and at Nice in 


January. Notebook in hand, he 
must be represented at all the cross- 
roads of fashion. 

In New York, he will attend the 
Monday morning musicale, have tea 
at. the St. Regis, listen to Stokow- 
ski, see Ethel Barrymore, hear the 
Opera, and visit the smartest night 
clubs. Claude Monet is_ recently 
dead, so there will be a showing of 
his paintings any day now. The: 
opening will.be worth a visit on the 
part of any dealer in wearing ap- 
parel, for the world of fashion will 
be out in force. Palm Beach of 
course is on the January card. 

But the swishing note of fashion 
rustles as insistently in’ the home 
town as in New York or Paris. It 
is vital to hear what is said on the 
Country Club veranda about Ers- 
kine’s new golf shoes. The alert 
dealer will give many a furtive look 
up and down Main Street. He must 
be sure to see what Mrs. Allison 
Smith-Allison is wearing on her re- 
turn from Europe. Undoubtedly she 
will strike a new note at the Erd- 
man-Singleton wedding. 


HE dealer catering to the local 

haute monde must wire franti- 
cally to his manufacturer for some of 
the same model, for there will be im- 
mediate requests for it from the 
Joneses. If his clientele is in the 
middle class strata he can perhaps 
use a letter, or finally wait for the 
salesman to call. But what Mrs. 
Allison Smith-Allison wore back 
from Paris, or Cincinnati, must be 
reckoned with in his next order. It 
will already have played an impor- 
tant part in molding the local con- 
ception of style. Incidentally, the 
clothes people are wearing is of im- 
mense interest to the shoe dealer. 
Shoes are just one feature of the 
complete picture of the well-dressed 


[CONTINUED ON PAGE 28] 
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Resultful Year Ahead 


HERE is a world of good spirit in the tele- 

grams that told of a new year of opportunity 
for the shoe merchants of America. Three selected 
from typical family shoe stores give a new encour- 
agement to that branch of the trade which “com- 
pletely serve’—but incompletely profit! 

William Pidgeon, Jr., Rochester, N. Y., says: 
“1927 looks like the best ever to me. It is one 
year I have not spoiled yet. I can make it what 
I will (this is actually so). I will try to make it my 
best, happiest and most resultful year. Intense 
work on Special and Specific ideas will do it.” 

D. S. Josephson, Trenton, N. J., says: “I am 
entering the New Year with a greater feeling of 
satisfaction and security than I have experienced 
for some time. The last few years has taught us 
all a lot of things and that experience has been of 
great benefit to us. 

“Concentration of lines, prices and styles are go- 
ing to solve most of our shoe problems, and I be- 
lieve that we will be able to control to a far greater 
degree the retail shoe business, instead of it con- 
trolling the retailer.” 

James Moorhead, Jr., Quincy, Mass.: “I look 
forward with confidence to 1927 for a much bet- 
ter business than 1926. Weather conditions favor- 
able, we should open up with a good spring busi- 
ness. The shades of spring styles will help sell 
those on the shelves at a profit instead of a loss. 
With careful buying and hard work 1927 will be 
a banner year for all of us.” 





Courage to Fight 
HE shoe trade needs courage. Courage to de- 
fend itself against practices that tend to de- 
stroy public confidence. Courage to still the lying 
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paragraphs that crop out in certain irresponsible 
newspapers. Just recently a sensational news- 
paper printed a misleading statement under the 
guise of humor. Urged to refute it and to demand 
a retraction, a local organization of shoe men pooh- 
poohed it and belittled the efforts of a man who 
brought it to their attention. Notwithstanding, 
the newspaper’s attempt at humor caused many 
people to think that the shoe business was a pretty 
poor thing. 

The shoe trade has always eas oe in fight- 
ing spirit. It has always shunned conflict. It has 
felt the barbs of hostile criticism many times, but 
never hits back. The attitude has been “God 


_knows we are innocent.” 


Advertised Lines Selling 
Steadily 


HILE many shoe stores complain of slow 

business, those handling advertised or 
named lines continue to sell a highly satisfactory 
volume. It is notable that those lines having 
some years of advertising background are being 
bought by the people in considerable volume. 

One merchant who handles a nationally-known 
line of women’s remedial shoes, said the other day 
that he did not need to sell them. “People just 
come in and buy them. They are what: we cal! 
‘Wrap Ups’ in this store,” he said. 

Another store with a line of famous shoes for 
men enjoys a steady patronage, notwithstanding 
the apparent slump in men’s lines generally. 
Asked the reason for his continued prosperity in 
the face of the conditions, the manager remarked: 
“Why, it’s easy to see. Men know this line. They 
read about them in all the magazines and news- 
papers. The advertising not only sells new cus- 
tomers but it keeps our old ones sold.” 

It is most astonishing to see how many con- 
servatives there are who still decline to see the 
facts staring them in the face. An investigation 
by an unbiased committee would develop proof 
of the value of intelligent publicity. But, there 
are none so blind, etc. 

If you want to prove the case for yourself, just 
buy a copy of any National magazine and turn 
through the advertising pages. You will see there. 
a listing of all the largest and most prosperous 
manufacturing concerns in the world. They have 
won their proud distinction by aid of printer’s. 
ink. 

Then, take a look through the advertising sec- 
tions of the best business papers and see once 
more the same great names and products. 

How can an intelligent man deny such indis-- 


putable evidence? 
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Shopping and Hopping 

VERHEARD on a street car: “I have been 

down town all day trying to find a pair of 
shoes for myself. I think I went into at least ten 
shoe stores. I must have tried on fifty pairs of 
shoes.” You fellows with a love for figures, esti- 
mate the economic loss. Ten shoe stores visited. 
Fifty pairs tried on. No sale. Ten salesmen— 
maybe more if they turned her over every few 
hours—losing valuable time. Wear and tear on 
new stock. Every try-on adding to the shop worn 
appearance of the shoes. What did the lady really 
want? What are we going to do with her? She 
is a dangerous element. She is a breeder of dis- 
content. She talks to many other women. They 
get the idea from her that the shoe trade is an 
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the solid rock of honesty and equity. After all 
honesty is the best paying policy. 
co * * 
T HE new year will be just as good as shoe men 
make it. We have said that every year at this 
time. Everything depends upon the way the shoe 
trade meets its responsibilities. 
* * pa 
T last the truth comes out. A Philadelphia 
man says the Sesqui-Centennial Exposition 
failed because it was not advertised. Wonderful 
discovery! But most ten-year-old boys knew that 


long ago. ance a 


OMEN complain most of shoes rubbing holes 
in their silk hosiery. That is because some 
shoe man-has not paid enough attention to heel 


organized band of high- 
waymen. Why not tell 
the lady some plain 
truths in the news- 
papers and magazines? 
The ready - to - wear 
manufacturers are do- 
ing that very thing. 


* * * 


“ IVE them 
what they 

Yes, by all 
means, if you know 
what they want. It’s 
a good wager there is 
one thing they do not 
want, and that is crip- 
pled feet. Women may 
want certain things in 
shoes, but they have 
not been heard to 
clamor for misfitted 


shoes. 


want.” 


* * 


T’S a fine idea to in- 

crease sales and to 
grow bigger. That is 
American. But to grow 
at the expense of busi- 
ness ethics may result 
in ultimate loss. You 
cannot beat the old 
order of “Playing the 
Game According to the 
Rules.” Temporary - 
success may mean a 
few more dollars in the 
pocket, but they will 
fade quickly unless 


business is founded on ey 


mm) 














The Reason Why 


LEWIS BROS. 
Joliet, Illinois 


Permit us to take this opportunity of expressing 
our gratitude for the splendid service offered 
through the Boor anp SHOE RECORDER. 

Each week we eagerly look forward to its arrival 
and when it is a day or two late, we surely do 
miss it. 

We find the articles very interesting and a source 
of invaluable information to us. 

It seems as though retailers are not the only in- 
terested readers you have, for most every shoe 
traveler that visits us either asks to see this week’s 
issue or has read it and brings up some point or 
other for discussion. 

The writer has been a constant reader of your 
magazine for the past nine years and has derived 
enough material good from it to vouch for his sub- 
scription as long as he has any interest at all in 
shoes. 

Wishing you the continued success you so much 
deserve, we are 





Yours very truly, 
LEWIS BROS., 
(signed) Joseph Lewis. 


When business men get together they like to 
exchange ideas. 

The Recorver has oftentimes been called “the 
national clearing house of shoe news.” 

Every week hundreds of shoe men express their 
opinions and experiences in the RECORDER . 

Mr. Lewis surely wouldn’t have seal the 
Recorper for nine years unless these opinions 
had interested him and proved pro . 


Sus GI < 
President. 
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fitting. 
* * + 

OW is this for a 

customer? A cer- 
tain movie actor has 
bought from the same 
store and from the same 
salesman, since 1924, 
34 pairs of shoes that 
range in price from 
$14.50 to $20. The 
card record shows that 
he has appreciated a 
program of good shoes, 
carefully fitted, and 
courteously served. 
Men are more constant 
than women. Here is 
one man who knows 
when he is well off. 
No shopping around 
for him. 


*. * * 


Fig emai who has 
a large trade on 
bathing slippers was 
asked why the girls 
were such eager pa- 
trons. “They wear ’em 
to cover their ugly 


feet,” he said. “Men 
go into the water bare- 
foot but the girls are 
ashamed of their mis- 
shapen feet.” And we 
would like to call atten- 
tion to the fact that the 
girls’ feet are mis- 
shapen from a cause. 
They are not born that 
way. M)isfitted shoes, 
gentlemen. Nothing else. 
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The Season of Conventions 


Is Upon Us 


RRANGEMENTS have been completed with all roads running into Chi- 
A cago by which lower rates will be granted all those attending the N. S. 
R: A. convention. The following notice, telling how to take advantage 

of this reduced rate, has been issued from the office of Manager George M. 


Spangler : ; 


“When you purchase your railroad tickets for Chicago to attend the N. S. 
R. A. Convention, ask the ticket agent for a ‘Convention Certificate.’ 

“You pay full fare TO Chicago. At the Convention your Certificate is- 
sued at the point of your departure will be validated at N. S. R. A. Head- 


quarters. 
“On purchasing your return transportation at Chicago, present this vali- 


dated Certificate—the ticket agent will sell you your railroad ticket home at 


one-half price. 
“You must return by the same railroad that you traveled in going to 


Chicago.” 





HE Boston Shoe Buyers Spring Pageant of 
Styles and Shoe Buyers’ Frolic will be held 
at the Copley-Plaza Hotel on Monday, Tues- 

day and Wednesday evenings, Jan. 10, 11 and 12, 
1927. First and foremost, luncheon will be 
served complimentary from 5 to 7 p. m., by the 
Copley-Plaza chef. After luncheon the 125 or 
more exhibitors will entertain the buyers in their 
rooms, showing them their “pet” creations. An 
interesting display of leather and lines kindred 
to shoes will be made in the upper ballroom. At 
8 p. m. a page, daintily attired, will knock at each 
sample room door, announcing to buyers and ex- 
hibitors that the show is “on.” 

The style pageant will be given under the per- 
sonal direction of Ned Wayburn, New York the- 
atrical producer ; costumes are by Cecille; hosiery 
by Onyx; furs by Ludwig. Keith vaudeville 
stellar headliners will entertain in the “Fairy- 
land” ballroom ; the Hotel Savoy orchestra of Lon- 
don will play. “Miss Boston,” Helen Bly, will 


wear the famous $15,000 caracul coat, silver fox | 


fur trimmed, imported by Ludwig, which, it is 
stated by the management of the show, is the most 


SAS 


Style Pageants “Hit” Boston 








expensive fur coat ever coming into this country. 
Ned Wayburn will introduce the new Valen- 
cia, showing the proper footwear to be worn in 
this dance—and to Miss Cinderella, who will be 
chosen by a group of seven or more expert shoe 
men judges, Mr. Wayburn will give a two 
months’ course in dancing at his New York 
academy. Eugene Richardson, president and 
treasurer of “The Shoe Buyer,” is director. 


Wholesalers Show at Elks’ Club 


OSTON.—While New Wayburn is staging the 
Style Pageant at the Copley-Plaza, Clyde 
McArdle, well-known theatrical director and 
“Chief Smiler” of the WNAC “Smilers,” will 
“show ’em how” in a spectacular runway pageant 
at the Elks Club, from 8.30 to 10 each evening. 
There will be eighty models who will “strut their 
stuff” for buyers; professionals will “pull off” 
dancing and ballet numbers. One hundred exhib- 
itors will display their lines in the booths of the 
grand ball room, and in the sample rooms above. 
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Each section of the country has 
a penchant for certain colors 
and styles. The combination of 
two blending shades of sea 
yreen has been selected for the 
{merican Riviera in the South, 
while a soft delicate shade of 
sky blue is finding favor amony 
California buyers 








THe Very NEwest 
FASHIONS SHOWN 
IN THe /OUTH 


HILE white is selling very well for Southern 

resort wear, there seems to be a feeling that cer- 
tain pale and delicate pastel shades which are finding 
favor will supplant white to a certain extent. 

Most of the white models now being shown are decor- 
ated with touches of color with blue in the sky blue and 
gentian shades the most popuiar. 

Shrimp pink is a delicate and charming pale pastel 
which is being sponsored by some of the more important 
high grade manufacturers. If this shade attains the 
popularity which now seems probable tanners may be 
obliged to produce either the same shade or a tonal com- 
bination which will be suitable for summer shoes. 
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Judging from the various collections of models for 
Southern resort and spring wear, color and materials 
will receive the greatest attention. The important cou- 
turiers of fashion are stressing new and unusual weaves 
and soft and delicate colorings in the most exquisite com- 
binations. 

A most extensive study of the early sales reveals the 
fact that for daytime wear a new shade of pinkish beige 
takes precedence. This color in fine, soft-surfaced fabric 
is used in coats and suits of the sports type and toned 
with a natural beige of a lighter color. 

Elaboration is featured in nearly all spring models by 
trimmings, manipulation of tucks, or slot seams. 








New fronts are coming and 
the overlays of leather give 
new: thrills to design 
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On the hand of fashion— 


metal lustre 


appeal 


lo ankle, 


O determine what is around the corner in feminine 

footwear fancy for spring one must carefully con- 

sider the probable style requirements. of the smartly 

dressed women, who these days know. very much about 
style. 

While they continually demand something new, some- 
thing unusual, and something individual, their demands 
are always for styles which harmonize with the accepted 
vogue in costumes. In order to give shoes the style ap- 
peal which will attract customers, they must fit in the 
“ensemble complet” which milady desires and be comple- 
mentary to the costume which she has previously selected 

The importance of matching costume details is every- 
where apparent. Large stores and specialty shops are 
advertising accessories by grouping those which should 
be related in color or detail. 

The ultra fashionable woman selects each part of her 
costume with a definite color scheme and a definite en- 
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One 
crocodile 
front 


butto 


and 


n oxfords 


vamp, 
part 


is the latest 
leather finish—some term it 
frosted, or dusted with metal 





with 
quarter, 
heel—for 


tailored smartness 
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semble effect in mind. This is particularly true of foot- 
wear, as the generous display of hosiery requires foot 
adornment rather than foot covering. Thus the retail 
selling value of any footwear style for spring must be 
judged by its ability to produce the correct effect with 
the materials and colors endorsed and adapted by the 
major apparel trades. 

Considering the country as a whole, the best selling 
color for spring in daytime shoes will be a two tone beige 
combination in shades which compliment this pinkish 
beige selling so well at the present time. 

There is a distinct movement on foot to dress up the 
sports shoe, make it attractive, and give it the elegance 
hitherto not considered necessary, because this season 
sports shoes will ofttimes be worn until tea time by the 
woman of leisure, and till dinner time by the business 
woman. The simple sports type sponsored by the impor- 
tant Parisian entrepreneurs of fashion for so long are 
now being changed to styles richer in colors and more 
elaborate in détail, as American stylists realize the im- 
portance of sports in American life, and can visualize the 
importance of the decorative sports theme in American 
styles. 





Completely bordered in 

Spanish raisin kid, imprint 

panels and beige vamp and 
heel is a new creation 





Gingham im red squares is 

very smart—with a lustre 

top in high gloss calf—the 
button. snaps on 








Each flower 

inserted ber 

lustre calf—with a new 
twin strap front 





Tinted lizard over pastel 

parchment is a smart one- 

strap selected for Southern 
wear—heels are higher 


/f material is ornate expect 
a simplicity of pattern out- 
line 
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This store front is beautiful beyond description. 


A domed ceiling with concealed lighting arrangement. 


Thirty feet im 


depth is this display, 


ONE OF THE MOST COMPLETE SHOE STORES IN AMERICA 
HAS A BOBBING SHOPPE, BEAUTY SALON 
AND BROADCASTING STATION 


l’ there is anything that Dobyns has not thought of 
I the RecorpER man failed to find it. 

This Long Beach, Cal., store, known as “Dobyns 
Footwear” seems to me to be about the most complete 
plant for retailing shoes I have ever seen. From front 
to rear it shows that someone has done careful, clever 
thinking. 

It really is two stores in one—you might say three 
stores if you want to separate it into units. There is 
the big, roomy ground floor store, a tremendous down 
stairs department, and a beautiful store on the second 
floor. Let’s start at the beginning, 
which is at the front door. 

We see an unusually wide spread 
of windows. A permanent awning, 
or marquis, extends from front wall 
to street curb. Dobyns’ trade mark, 
“Old Dobbin” gallops on three sides 
of the marquis. There are display 
windows above this and a big sign 
on top of the store. Surely this 
store will be seen by day or night. 

There are three doorways. Two 
leading into the main store and one 
leading to the down stairs store. 

A spacious lobby entrance with an 
island show case in the center dis- 
plays men’s at the left and women’s 
and children’s at the right. This 
store front is beautiful beyond de- 
scription. A domed ceiling with con- 


lady in charge 


Everything in the children’s depart- 
ment hooks up with the trade mark 
—the children’s shoes are known as 
“Dobyn's Hobby Horse Shoes.” The 


is 


“Hobby Horse Lady.” 





cealed lighting arrangement. Thirty feet in depth is 
this display. 

entering the main store you see a splendid display of 
hosiery right at the front. The view of the store from 
this point discloses a spacious room with a mezzanine 
running around. Just back of the hosiery cases is a 
Then the seats, men’s 
At the 


broad stairway leads up to the business offices. 


stairway to the downstairs store. 
and women's divided by show cases. rear a 
There is a world of room in the fitting section of 


the main floor. In the men’s section there are big. 


roomy, comfortable wicker chairs, 
smoking stands, all the things a man 
likes. Facing the seats are electrically 
lighted cases with the newest things 
The women’s 


the in masculine footwear. 


known as 
section is a duplicate of the men’s 
except that the seats are cushioned 
and upholstered. Baskets of flowers 
are always to be seen on top of the 
dividing show cases. 

Let us go back to that entrance to 
the lower floor. The stairway is an 
easy The floor tiled in 
checker squares. From the head of 
the stairs a brillant flood of light 
greets the eyes. There is a sign 
over the stairs that says: 
Dobyns lower floor.” 

Before we are half way down the 
steps we see a beautiful display of 


one. is 


“This way 
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shoes right at the foot. Vastly differ- 
ent from most basement stores this. It’s 
inviting. It’s cheerful. It says wel- 
come. It is not a basement. It is a 
store and a beautiful one. 

Turn to the right and enter the down 
stairs store. You step into a room 50 x 
90 ft. in diniensions. 
hosiery, wicker chairs arranged on the 


A show case with 


angle of the entrance. Gray color 
scheme, soft light, homey. 
are featured women’s popular priced 


Also all shoes that are to be 


In this store 


shoes. 


Feature 
never omits for a minute 


closed out. Dobyn seems to have solved 
the problem of clearing stock with this 
department. It keeps his main store 


free of close outs and bargain lots. The 


thing else 
stock rooms are at the rear of the 
down stairs store. 

Upstairs, now, to see the new part of 
First of all the “Sport Salon.” And it is a 
Handsomely furnished with over- 


“Greater 
Dobyns.” 
sure enough salon. 
stuffed chairs, divans, period pieces, deep-piled rugs, bird 
cages, fish bowls, a radio, everything to make it homelike 
and unlike a shoe store. In this section are carried sports 
shoes of all types, women’s misses and school girls. 
Hosiery cases face this salon. 

Next in importance, perhaps most important to sales, 
is the children’s department. Mr. Dobyns shows a love 
of children in this section. 
slides, sand box, hobby horses, rocking horses, balloons, 


Here is a play room with 


(Right)—There is a world of room in the fit- 
ting section of the main floor. In the men’s 
section there are big, roomy, comfortable wicker 
chairs, smoking stands, all the things a man 
likes. Facing the seats are electrically lighted 
cases with the newest thinas in masculine 


footwear. 








d 


displaying hosiery. 
hosiery, golf, and every- 


1s 


phasis, as well as women’s 
and children’s hosiery. 
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little chairs, comfy seats for mothers, a 
wonderful X-Ray machine to insure 
correct fitting of small feet. Every 
thing hooks up with the trade mark- 

known as 
The 


lady in charge is known as the “Hobby 


the children’s shoes are 


“Dobyns’ Hobby Horse Shoes.” 


llorse Lady.” 

An excellent feature of the children’s 
section is the Hobby Horse Fitting Plat- 
form. The little chairs are miniature 
hobbies and the platform is elevated so 
that salespeople may stand while trying 
isplay 


case on the shoes. 


Men's The Beauty Salon and _ Bobbing 


Shoppe is next in order. Here we see 


given ein- 
a beautiful barber shop with all the 
sanitary features, two chairs for grown 
ups and a hobby horse for the children 
to sit on while having their hair done by the man who 
knows and loves children. There are private booths for 
the customers who want facials or other beautifying 
processes. The little folks are wild over this new feature 
of Dobyns. They insist upon going there to play and 
to get their shoes. 

Dobyns is a believer in hosiery. All over the store, no 
matter where you turn, you are reminded of ‘hosiery by 
the handsome cases and attentive salespeople. On occa- 
sion a special display is put in the island show case or 
any 


other window. Men’s hosiery is not neglected by 


means. Special displavs of golf hose are a feature. 





(Left)—The “Sport Salon.” And it is a sure 
enough salon. Handsomeiy furnished with over- 
stuffed chairs, divans, period pieces, deep piled 
rugs, bird cages, fish bowls, a radio, everything 
to make it homelike and unlike a shoe store. 
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IF IT CRAWLS—IT’'S STYLEFUL 


yee again, in a very different way, the serpent is 
tempting the female of the species. For the 
smartest accessories being favored by the Parisians are 
in unheard-of reptile skins from far-off lands. Shoes 
above all play an important role in this vogue. The 
tendency for the exotic has been growing stronger and 
stronger in Paris . . . woods which the decorative artist 
uses for furniture and interiors are stranger than ever 
before, the fabrics of the couturiers are richer and rarer 
than in seasons past, while the latest innovation, which 
is touching all the decorative 
arts alike, whether furniture, 
clothes or automobiles, is the 
introduction of reptile skin into 
the fabrication of the new 
articles “de luxe.” 

Snakeskin has been more or 
less in vogue for several seasons 
now, and in recent months has 
occupied an increasingly promi- 
nent position with the designers 
of Paris. Entire hats were 
made of snakeskin, accompanied 
by shoes and bags to complete 
the ensemble, but it needed the 
International Leather Fair held 
in Paris to give the final stimu- 





White crocodile with red alligator rosettes— 
from Paris 
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lus, which will make not only snakes but also all sorts 
of reptiles the smart accessories of the coming spring. 
The Automobile Salon in the Grand Palais also gave its 
cachet to the new vogue, for the remarkable stand of 
St. Didier featured the latest of automobiles upholstered 
in the new skins, furnished, as at the striking booth of 
the Leather Fair, by Alpina. 

The very names of the skins have a romantic appeal. 
We are confronted with shoes, gloves, hats, cravats and 
even chairs in lizard from Calcutta, lizard from Java, 
Karung (water snake), white 
crocodile, boa, and Kalimanxas. 
Among the Paris bootiers who 
officially identified themselves 
wjth the new movement at the 
Fair are Delterme and Miccuci, 
and Perugia. 

Partly because it is a novelty, 
partly because it is expensive the 
reptile has become famous over 
night, but for more than these 
superficial reasons, is definitely 
launched as a new style. The 
bottiers, modistes and couturiers 
have seized upon its decorative 
quality, its adaptability and dur- 
ability as a medium. 
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Positively his first appearance 
at any show was when, attired 
in fine raiment, he attended the 
Philadelphia Centennial, in 1876. 





lifty years after, he came back 

to Philadelphia to attend the 

Sesquicentennial and, inciden 

tally te institute a search for his 
hair. 





WILL KNIGHT—THE SHOW MAN 


N the first place, permit us - AM enclosing two little pictures, both no visitor to Portland, once 


to apologize for the head- 
line, or at least to qualify 
it. There is about “Will” 
Knight nothing of the show 
man in the sense that he 


centennial of 1926. 


glories in the spotlight. Nor 
does he stage the enormous 
business done in his Portland, 
Ore., store in a theatrical man- 
ner. There is in him nothing 
of the sounding brass or tink- 
ling cymbal. 

But where shoe shows are, 
there also is Mr. Knight, 
working quietly and unostenta- 
tiously for the good of the 
craft, giving freely of his experience, asking nothing in 
return—but getting a lot by observation. His will be 
one of the models at the Chicago convention show next 
week. In fact he was one of the first to subscribe to 
the movement in behalf of merchants showing styles 
chosen for their fitness to a particular section of the 
country, rather than manufacturers to display for the 
country as a whole—the method followed in the past. 
It is recorded in the history of the Northwest that 


taken at Philadelphia, of me. One at the 
Centennial of 1876 and one at the Sesqui- 
I thought I had been a 
subscriber to the Boot AND SHOE RECORDER tality. Nor is there any 
this entire length of time, but in figuring close- 
ly I find that it has been only thirty-nine years 
that I have been on your books, finding the 
Boot AND SHOE RECORDER aft all times an in- 
spiration. It gave me, as a salesman, ambition 
to get a business for myself, and now after 
nearly thirty years in business it still fills me in their home or numerous 
with love of my profession and for my fellow 

shoemen.” 


identified as a shoeman, has 
been able to escape from Will 
Knight’s whole-hearted hospi 


record of anyone having at 
tempted to escape, for who 
would forego the pleasure of 
a drive along the great Co 
lumbia Highway, an evening 
spent with the Knight family 


visits to the many points of 
interest in and about this fast 
growing city’ 


' 
Wall (eg et But Will Knight’s chief 


virtue is not his hospitality to 
the casual caller, delightful as it is. It is his peculiar 
ability to inspire both friendship and respect—even love 
and respect. And it is to this ability that, in large meas- 
ure, he owes his success. It is not every man whose 
employes both love and respect him. But such is the case 
in the Knight organization—and the result is a unified 
working force, thinking intelligently in terms of the 
store’s best interests, and glorying in the “best boss in 


the world.” 
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HAT’S the reason why they loom up as a big 
probability as an extra dressy shoe for Easter. 
Silver and black is especially favored by fashion and 
the large colonial buckle fits into the picture for Easter. 
Patent leather has its place always. It is the formal 
favorite. Its place is assured no matter how strong the 
talk may be for colors. Women are ever seeking new 
thrills in footwear, and equally true call for black 
punctuation, between each new enthusiasm for colors. 
The place of buckles is secure on typical colonial pat- 
terns in the plain colors, for novelty and imprint leathers 
have not as yet been combined with buckles successfully. 
There’ is a tendency to lighten and make more graceful 
the heavy spike formerly selected for tailored wear. 
Some beautiful strap or tie effects are being shown with 
unusual silhouettes or with restrained decoration in 
panels or bands. 
For early spring tailored wear the oxford will be 
the most popular, but new and unusual designs are shown 
in two or even three combining leathers among which 
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Duli Silver Buckles are the 
Smartest thing for Formal Day 
Wear 


TA Le” 
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lizard is omnipresent. Suede which harmonizes with 
the soft finish of the accepted materials for suits is 
freely used in many of the new models which will be 
offered for resort wear. For early spring a tan or beige 
suede, with a blending tone of lizard may be called a shoe 
interpretative of the mode which early sales now indicate 
will be the vogue. 

Daytime shoes tend toward tailored effects which this 
year are elaborated with feminine touches. Tan and 
beige dress mixtures are used in which intricate weaves 
are a style feature, but both the cut and the treatments 
show the intriguing style in keeping with the spirit of 
the season. A Spanish raisin oxford effect trimmed with 
an imprinted grain leather which combined two still 
lighter shades of tan is both styleful and beautiful. In 
most all models of this type there is a tendency to add 
touches of embellishment which characterize the spring 
shoe models as the elegant tailored type as compared to 
the severe tailored type of other seasons. 
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Solving the Problems of the 
Family Shoe Store 


AMES MOORHEAD 

runs a shoe store in 

Quincy, Mass. His 
counterpart is found in 
cities and towns all over 
the United States. For 
his is the typical high 
grade family shoe store 
that is still holding fast 
to that which is good— 
the high ideals of good 
quality merchandise, good 
service, honest straight- 
forward dealings with 
all. Arrayed against him 
is the price appeal group, 
the cheaper priced chain 
store, the larger and 
smaller stores whose 
“sale” and “cut price” ad- 
vertising make Jim’s reg- 
ular customers sometimes 
wonder if he is charging 
them too much. 

Jim has been in the re- 
tail shoe business for 
twenty-five years. He 
loves it. He thinks it the 
right business for his 
young son to learn. He 
has always been a good 
citizen, active in Rotary, 
church and fraternal 
work. His recent selec- 
tion as Commander of 
Quincy Commandery, K. 
T., is significant of his 
success in these outside 
affairs. 

The asset of having a 
wonderful memory for faces and 
names is enhanced by the pleasing 
way in which newcomers are made 
to feel at home. A stranger enter- 
ing the door instinctively feels that 
a warm-blooded, friendly person is 
responsible for that good-fellowship 
feeling one unconsciously senses. 

Trade discounts are always taken, 
even if once in a very great while 
he does borrow from the bank. A 
systematic plan of building up a re- 
spectable surplus by definite month- 
ly savings has been carried out since 
he started in business for himself 
ten years ago. Good representative 
lines of merchandise are carried 
year in and year out. There is not 


much changing of lines in Jim’s 
store, for he is one of those loyal 
souls. 





Customers who drift to lower price stores always come back 
eventually, says Mr. Moorhead. Particularly is this true with 
regard to the juvenile footwear end of the business 


No spectacular stunts are used in 
advertising. Quality is the thought 
stressed in most of the newspaper 
copy. 


HE two big problems are the high 
style situation and the low price 
competition, and of the two the 
style one is the more serious. The 
family shoe store located in a town 
of 60,000 people and being only 
eight miles from a big town like 
Boston naturally suffers some from 
the big town style competition, espe- 
cially when the circulation of the 
Boston papers is considered and the 
fact of 15 minute trolley and train 
service to the Hub. 
The style problem is solved by the 
continual showing of new goods 





that are bought in small 
lots in the heart sizes 
mainly from the good 
houses that carry this 
class of merchandise in 
stock. 

Price competition as 
Jim Moorhead sees it 
(and the same view is 
held by thousands of 
other Jim Moorheads 
scattered here and there) 
isn’t the bugaboo that it 
was first thought to be. 
Customers who drift 
away, and they are bound 
to, will eventually come 
back to the place where 
they received the courte- 
ous treatment and the 
good wearing. shoes. 
Enough mothers have 
bought shoes here for 
Junior so that when the 
question of the excessive 
cost of boys’ shoes is 
raised and being talked 
over, one mother of the 
lot is sure to spread the 
news that the good shoes 
she buys at Moorhead’s 
are much easier on the 
budget than the cheaper 
ones. 


HE letter file is a 

wonderful source of 
strength and inspiration, 
just the right kind of a 
cocktail for the occasional 
blue morning. Here courage is stored. 
What is more inspiring than to go 
through the file, re-reading the let- 
ters that have been accumulating 
daily for years, telling how the 
writer appreciates the good wearing, 
good fitting shoes as well as the 
many courtesies extended to them. 
Then to see the many distant places 
that these loyal friends have taken 
the trouble to write from. 

Jim and his fellow shoe merchants 
are fairly content, that is, they are 
as content as an ambitious bunch 
should be, for they are not asleep 
by any means. They are fighting 
the good fight by clean, honest 
methods, and are secure in the 
knowledge that the faith with all 
those that they come in contact with 
is being kept. 
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He Wrote a Speech—Now Look 
at Him 


SOMEWHAT different public- 

ity stunt is being used by the 
Rodgers Shoe Co., of Bloomington, 
Ill. A year or so ago a local Par- 
ents’ and Teachers’ Association was 
at a loss for a program for one of 
their meetings. Harry H. Rodgers 
came to the rescue by writing a 
twenty-five-minute talk on feet, then 
he coached one of his boys to deliver 
the aforesaid talk. With the as- 
sistance of some young folks a quar- 
tet was made up, someone was found 
who could tell stories, so a creditable 
show was presented. 

A few weeks later a representa- 
tive of a woman’s club came to Mr. 
Rodgers to see if he could assemble 
the same talent again. He could 
and did. Now the troup has regular 
weekly bookings that take them to 
towns within a radius of forty miles 
of Bloomington. These entertain- 
ments ‘are put on at no cost to the 
local organization. Shoes and feet 
are the subject of the lecture but 
no mention of Rodger’s store is 
made. The artists’ salaries consist 
of free transportation, the usual 
free feed given by the club, plenty 
of free applause and the fun of ap- 
pearing in public. 


* * * 


A New Slant on Burned Soles 


ERE are a couple of good rea- 
sons why shoe men are always 
happy and cheerful, both of which 
were gleaned in a talk with Louis E. 
Tuffly of Houston, Texas. To those 
living in the Northern latitudes, this 
may be a new slant on the burned 
sole problem. 
It seems that they have as much 
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( Other 


trouble with burned soles in Texas 
during the summer months as they 
have in the wet winter ones. Let a 
sudden shower come and dampen the 
sole. Then if a person steps on a 
hot trolley car track, the sole will 
be burned as if by a branding iron. 
The same trouble is experienced here 
as elsewhere in the winter by chil- 
dren and grown-ups burning soles. 
Kids will burn a sole, fib about it 
and another customer is lost. 

Louis also told how he lost a good 
customer, who was also a nearby 
neighbor at home. This mother 
asked to borrow a pair of white 
shoes as she was having her baby’s 
picture taken. Good natured Louis 
said O. K. When the mother re- 
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PI. 


“easiest OS A 


b 7 Harry R-lerhune 


Jield Editor 


turned the shoes, it was found that 
not only had the baby wet them, but 
had walked home in them. Of 
course HER baby could not possibly 
spoil the shoes just by wearing them 
a few hours. She kept the shoes, 
paying for them, but he lost the ac- 
count. 
* * * 

Free Parking for This Store’s 


Customers 


UINCY, MASS., a city of 60,- 

000 people, which celebrated 

her 300th anniversary as a town last 

year, has parking troubles in com- 

mon with many of her younger sis- 
ter towns. 

One shoe merchant, James Moor- 





Anniversary Advertising 





ON A SUNDAY 
AFTERNOON 


Note the Style 
Effects 
1888 
to 
1901 

















THE MODERN MISS ah 
Showing this year’s latest WO 
modes 














A unique full-page advertisement of Johnson’s Big Shoe House recently appeared 
in the Vancouver and New Westminster, B. C., papers telling of the thirty-eighth 


anniversary of the store. A portion of 


the advertisement is reproduced above. 


Cuts giving fashion’s trend of thirty-eight years ago were shown in contrast 


with to-day’s styles. 


W. B. Johnson, a son of the founder, is the president of 


the concern and sold his first pair of shoes on the opening day in 1888. The 
New Westminster branch was remodeled this year at a cost of $17,000. It now 
ranks as one of the finest family shoe stores on the continent 
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head, has solved the problem as far 
as his trade is concerned, by making 
arrangements with three local 
garages, whereby his customers may 
park their cars all day at no cost. 
Customers simply drive their cars 
into one of the garages, then present 
the claim check to the store, where 
it is stamped when a purchase is 
made. 

The stamped claim check is the 
means of notifying the garage that 
the storage charge will be paid by 
the store. The regular price of all 
day parking is twenty-five cents, but 
Moorhead gets a special price of ten 
cents. Once a week the garage man 
calls at the store for a settlement. 


* * * 


From the Customer’s Point of 
View 


UST as I was going into THE 
hotel in a little desert town, the 

owner of a hearty voice inquired, 
after spotting my car registration, 
“‘What part of Massachusetts did you 
come from?” The Boston-born 
owner of the voice is a major in the 
U. S. Health Service, a job that 
keeps him traveling all over the 
West. Out on the porch that night 
he told me why he bought all his 
shoes from one store. 

“Every well-known make of shoes 
is sold by good merchants in all the 
larger cities that I visit, yet my pur- 
chases are confined to one Denver 
shoe store. I know that there are 
many good makes sold in other good 
stores there. Shoes made of as good 
materials by as reputable manufac- 
turers as those I buy, yet I stick to 
just one store. 

“In that store there is an intan- 
gible something, which, despite its 
lack of substance, serves to hold my 
continued interest. The personnel 
of this store is of such a friendly, 
helpful character that, in my case, 
as in the case of dozens of my 
friends, the feeling is that “Here is 
an establishment of real service. 
This current of feeling is so pro- 
nounced that there seems to be a vi- 
brant rhythmic message between 
the store and my pocketbook. The 
purchase of shoes is always an antici- 
pated pleasure. I always feel that I 
get $15 worth of personal satisfac- 
tion in trading there, plus the $15 
worth of shoe satisfaction.” 

The reason the doctor went to this 
store in the first place was that a 
friend spoke so highly of the intel- 
ligent sales force there. This is just 
another of those examples, showing 
how strongly service that truly 
serves transforms a transient casual 
customer into a permanent one. 





Ads Which Look Like 
Straight Reading 


HEN the Sunday paper comes 

into the home, it is always the 
women who read everything in the 
magazine section. Knowing this, 
Paul Jerberg of Los Angeles has a 
five-inch article which purports to be 
a news story, appearing under the 
“Doctor” column. The Los Angeles 
papers charge fifty per cent more 
than regular space rates for this kind 
of advertising, but Mr. Jesberg is 
getting excellent results from it. 
The last copy is so good that it is 
here reproduced: 





Proper C are of the Feet! 





“Buster keeps me on my feet so constant- 
ly, Bernice, that I simply never get them 
rested. I'd love to go to the reception, but 
don’t believe I could stand up that long and 
keep smiling!” Mary 
laughed as she made 
these remarks—but Ber- 
nice could see she was 
in deadly earnest, at 
that. 

Leaning forward and 
putting her hand fondly 
on her friend’s shoulder, 
Mary urged her to go to 
Walk-Over’s right away 
and buy some MAIN- 
SPRING ARCH SHOES. 
“They 
say they 
- #2 8 
Pep in 
Your 
my dear—and I can vouch for it! 










Step,’ 
Do you remember when mother was so ill 
last year and I was at her side for weeks 
and weeks? Well, I had the same problem 


you have. I needed so to be sweet and 
cheerful—yet my feet had me half-crying 
all the time. Good old Dr. Manning asked 
what the trouble was—and then told me 
that most of his trained nurses wear Prin- 
cess Pats or Reliefs with built-in Main- 
Spring Arches. I took his advice and hav. 
been stepping around on happy feet eyer 
since.” 

“But Tom will have a fit if I wear ugly 
shoes!” 

“Tom will think they are another pair of 
style shoes, my dear! They come in smart 
leathers and shades and are delightfully 
chic.” 


Jesberg’s Walk-Qver Shops, 618 So. 
Broadway; 716 So. Broadway, Los Angeles. 





* * * 


The Four Factors in Making 
Sales 


HE corner of Sixth Avenue and 
Twentieth Street, New York 
City, has some of the hardest trade 
in the city, being composed of the 
cheapest and best of all nationalities, 
with most of them suspicious. This 
is the location of the Ansonia Shoe 
Store, of which N. L. Loew is the 
manager. Its big specialty is the 
short vamp theatrical shoe. “Ladies 
of the Chorus” and everything from 
burlesque queens to midgets are 
regular customers here. When Loew 
said: 
“There are women made for all 
kinds of styles,” I knew that he was 
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It is possible 
to have a shoe five years old and yet 


well qualified to judge. 


have it please some woman. At 
other times this shoe could not be 
sold for a dollar. This is not to be 
construed to mean that Loew has a 
lot of old bats, for he is one of the 
best turn-over men in the city, get- 
ting regularly his eight to ten times 
each and every year. 

Through years of experience on 
the Avenue with a store full of ex- 
treme styles, he has discovered that 
whatever the type of customer, there 
are four equal factors in making a 
sale. 

A. Twenty-five per cent is greet- 
ing the customer with a smile. 

B. Twenty-five per cent is real 
courtesy. 

C. Twenty-five per cent is in the 
fitting of the shoe. 

D. Twenty-five per cent is sales- 
manship. 

A customer at once loses all in- 
terest in buying if the floorman or 
the salesman has a grouch. Item C 
is too obvious to comment on. But 
on B and D the sale depends. Many’s 
the time I have overheard a woman 
say: 

“He tried his best and is such a 
nice salesman that I am going to 
buy this pair. 


* * * 


- Brass Tacks 


AM sure the business of this 
country is all right if all kinds 
of trade were not overtaxed with 
supply agencies. Let’s get down to 
a low overhead and meet the trade 
on the level and part on the square,” 
is the way Elwood Lawson of New 
Castle, Ind., expresses himself. 


“ce 


* * * 


Refunds 


HE Florsheim store in Portland 

gets the name of every customer 
and once a month selects one name 
out of the lot, refunding the pur- 
chase price to that customer. 


* * * 


“They Know What They Want” 


L. BARLASS, president of the 

@ Des Moines Shoe Retailers’ 
Association and manager of Younker 
Brothers shoe department, is re- 
sponsible for the above statement. 
By this he means that the ladies 
like to shop around for shoes, just 
as they do for other wearing apparel. 
He said further that they come in 
asking for a certain style or kind, 
but it is quite easy to sell them some- 
thing else, proving his argument. 








(On the eve of the New Year, and in 
anticipation of the annual convention of 
the National Boot and Shoe Manufac- 
turers’ Association, Mr. MeKeon, president 
of the organization, makes this statement. 
—THE Eprror.) 


S president of the National Boot 
A and Shoe Manufacturers’ 
Association—since this or- 
ganization represents such an enor- 
mous proportion of national produc- 
tion—I feel that I should forcibly 
state that the association, as a whole, 
wields a powerful influence for good. 
I believe the ethics of the trade 
are more generally observed than 
ever before in the history of the in- 
dustry, I believe bad practices in all 
branches of the industry have been 
either completely eliminated or re- 
duced to a rigid minimum, and that 
as applying to both the manufac- 
turing and retail branches of the 
industry there is every intention of 
uplifting the morale of the indus- 
try as a whole. 

We have found during the past 
several years a general tendency on 
the part of our National Government 
to consider this association as the 
voice of the industry and, therefore, 
our consultation by the National 
Government has been frequent, and 
I believe we have helped national 
legislation considerably. We have, 
however, before us many problems 
that must be faced and reckoned with 


“manship 
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particular being the result of nat- 
ural changes in custom, following 
the general changes of the times, 
and that is the under-consumption 
of men’s shoes. There is no real 
reason for this other than what I 
would term failure of real “states- 
in selling.’ Perhaps 
“statesmanship” involves a certain 
amount of wise and economic pub- 
licity and perhaps, as applying to 
the coming campaign, the manufac- 
turers of men’s shoes are on the 
right track. 


HE woman’s end of the shoe 

game seems to be, from a volume 
viewpoint, in a reasonably satisfac- 
tory condition. Itis true the element 
of style has been involved to such a 
startling extent as to, at times, seem 
riotous and uneconomic, but it has 
undoubtedly stimulated, or kept 
alive, volume. The failure of econ- 
omy in a situation of this kind is, in 





Our attention has been called by 
Mr. Charles D. MacLaughlin to the 
fact that he is not the party men- 
tioned as McLaughlin Shoe Co., 
Chas., in the list of exhibitors at 
the Hotel Morrison, Chicago, as 
published on page 137 of the Boor 
AND SHOE RecorperR of Dec. 25, 1926. 

We, therefore, notify the trade so 
that there may be no misunder- 
standing thereof. 








as applying to the year 1927, one in 

















[CONTINUED FROM PAGE 13] 








man or woman, and they must blend 
with the whole. Not only the color 
note in clothes, but the line, the 
length of the skirt, the designation 
of the waist will affect the style in 
shoes. 

If anyone questions how seriously 
successful merchants regard style in- 
formation, let him send a female 
emissary into an exclusive gown 
shop on Fifth Avenue to check up 
on style. She won’t be able to buy 
a thing that is new. She won’t even 
see the latest creations unless, of 
course, she is a lady of fashion her- 
self and recognized as such, or has 
been properly introduced as a pros- 


pective patron of wealth and social 
prominence. Incidentally, ladies of 
fashion have been known to under- 
take this sort of mission. Debutan- 
tes are occasionally on the payroll of 
exclusive shops to report on style, 
or create it by wearing it. 

Style has not only changed the 
buying and selling habits of the na- 
tion, but it has changed personal 
habits as well. I know a very suc- 
cessful shoe merchant who used to 
be the life of the Pullman car when 
he was traveling for a large manu- 
facturer in the old days. You can 


see him any Sunday morning now, 
gardenia in his buttonhole, attend- 
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Statesmanship in Selling—1927 


my opinion, largely due to an in- 
clination to avoid facing facts. I 
believe that knowledge is always a 
most advantageous thing and, there- 
fore, do I feel that if this riot of 
style should become dangerous from 
an economic viewpoint that some 
way will be found, as applying to the 
coming year, to simplify the situa- 
tion without bringing about any 
backward movement as applying to 
sales. 


T is fair to assume that we have 
made some rapid strides forward 
in the way of publicity, automatic- 
ally bringing about a recognition of 
shoe consciousness. We have for a 
time been somewhat behind other 
wearing apparel groups, but through 
our style revues and style confer- 
ences we are rapidly catching up, and 
it seems but a question of a very 
short while before the shoe and 
leather industry will stand out as a 
major factor in the wearing apparel 
industries of the world. 

For 1927 my suggestion is the su- 
preme effort on the selling end and 
sane economy exercised as applying 
to production. The great accom- 
plishment in this respect, to my way 
of thinking, will be the regulating 
of burden in keeping with salable 
output, assuming that every point of 
vantage in the category of “selling 
statesmanship” will be used to ac- 
complish volume. 








The Path of Fashion 


ing the late service at a fashionable 
church. Invariably he carries dis- 
cretely a pencil and pad. He may be 
religious, but I know he is a success- 
ful merehant of shoes “in style.” 
Not all of us can go to Paris, or 
New York, or St. Louis. Those who 
cannot must read the fashion maga- 
zines, the trade publications, attend 
the style conference and trade con- 
ventions, or listen to the salesmen. 
My advice is always to take a shoe 
salesman’s word on style, provided 
you have it confirmed by at least one 
other authority, preferably by your 
own knowledge brought up to date 
by constant observation of style. 
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5 OR occasions of moment smart women 
wear shoes of satin. For the street, at 
A luncheon and at tea. For satins of sturdy 
. construction and shimmering beauty are 
- ornamental as well as beautiful. And be- 
4 cause Cedar Cliff Shoe Satins combine 
2 these two qualities—absolute dependability 
plus real looks—they are the choice of man- 
' ufacturers, alert not only for business to- 
day—but business tomorrow! Cedar Cliff 









brings repeat orders . ... and real profits for 


shoe craftsmen. Use Cedar Cliff! 







THE CEDAR CLIFF SILK CO. 
295 Fifth Avenue New York City 





Pa 


edar Cuff SHOE SATINS 
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NEW ADDRESS 


January 1, 1927, we will open our new Boston Office 


“s 183 Essex Street, Room 308 


You are invited to make our new office your headquarters while in 


Boston. 


A most extensive line of new, novel creations in boudoir, padded sole 


and leather sole slippers. 


THE WILEY-BICKFORD SWEET CO. 


Boston Office 
183 Essex Street, Room 308 


Factory 
Worcester, Mass. 


January 1, 1927 
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What Do You Know About Directories ? 


Have You Ever 
Vi \ 


arrange now to be properly 





























375 Broadway, Boston 


taken the time or the 
trouble to investigate your 
city directory? It is a com- 
plete catalog of the city, its 
government, social and 
fraternal organizations, 
inhabitants, and industries. 
It is carefully compiled an- 
nually. Itisa Buyer’s 
Guide that reaches a pros- 
pective customer at the time 
he is looKing for your special 
product. 


We are now starting work 
on the 1927 issue. Why not 


listed and your business 
classified and cross indexed 
in this edition. Many of your 
customers move away, but 
as many move in to your 
trade territory. The man 
that advertises in the city 
directory makes it easy for 
the new customer to find him. 


A letter or phone call will 
bring a salesman who will 
be glad to talK it over with 


you. 


SAMPSON © MURDOCK COMPANY 


Hancock 6310 
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Fulfill every demand 
Of Custom-Fashioned Style 
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E. T. WRIGHT & COMPANY 
INCORPORATED 
ROCKLAND, 


cat ARCH PRESERVER 


SHOE 
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1926-1927 


Wishing you a New Year of 
Happiness and Prosperity 





IHAYER-FOSS COMPANY 


e) 
’ramount Leathers are Leathers of Merit 
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Colored Patent Leathers 


For Spring and Summer Wear 


Plain and Mother of Pearl in the following shades : 


96— White 86—Shell Gray 
94—Water Lily 87—Rose Blush 


98—Raison 88—Stone 
95—Stroller Tan 85—Pastel Parchment 


99—Hampstead 97—Opalescent 
Immediate delivery on all shades 


See our representative at the Blackstone Hotel during the Chicago 
Style Show, Jan. 4-5-6-7. 
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Get the Jump on 1927 Business 


4 Style Experts predict a big season ahead for Ornaments 


To Make A Smart 


A Special Importation of Cut Steel Buckles 


Shoe Smarter Priced Right for Quick Selling 
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No. 10464—$1.00 Per Pair. 


eee 2 oe oe. 
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No. 10466—$1.60 Per Pair. 


No. 11421—$2.50 Per Pair. 


VICTORY BUCKLE HOLDERS IN STOCK 
Send Us Your Name for Our Mailing List 


ABE MANHEIMER & CO., Inc. 


COOK AT TAYLOR AVE. 
SAINT LOUIS 











J. A. KEMLER 


“under priced” 


Is Offering 
In Stock for Immediate Delivery 


Men’s 
Women's 4 Buckle Overshoes 
Boys’ 

Youths’ | and 


Misses’ 


Children’s ) Automatic Gaiters 


We thank you all for helping to make 1926 
the biggest year we have ever enjoyed. 


In this new year, and the years to come, make 
progress by keeping in touch with this pro- 
gressing concern. 


J. A. KEMLER 


“under priced” 


108 Lincoln St., Boston, Mass. 








“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 

“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy to 
handle. : 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 








January 1, 1927 
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The New Crawford Shank 
cAbsorbs the Shocks of Walking 


HE human body, like 
that of the automobile, 
suffers less and lives longer 
when the vibration of daily 
service is lessened by a 
scientifically correé&t means. 


In walking, when the full 
weight of the body is on 
the foot, the sliding action 
of the shank allows for the 
natural flexing of the foot. 
As the weight is taken off 
the foot, the shank returns 
into position, holding close 
to the arch at all times. 





+ LOEKING SHANK 

HE CRAWFORD ARCH SuP- TO INSOLE ‘igusrteo sor 
PORTING SHANK embodies D: <4 action. “9 
the combination of rigidity 
and flexibility. The life, ap- 
pearance, and the comfort 
of every shoe depends on 


its shank construction. 











Specify Them in All 
Your Shoes 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 

















BOOT AND SHOE RECORDER January 1, 1927 











January 1, 1927 BOOT AND SHOE RECORDER 


YY 


sca. 


N 


SS 


SS 
Ss 


SS 


WY 


Y, 
WY, 


WM 





Shoe Merchants News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 


SATURDAY, JANUARY 1, 1927 


EVERY WEEK 








Memphis Retailers Are Planning 


New Campaign Against Abuses 


Minimizing of Unjust Re- 
turns, Etc., Will Bring 
Down Overhead Cost 


MEMPHIS, (UTPS).—Active efforts 
to lower the costs to the retail shoe 
trade resulting from abuses at the 
hands of customers will be undertaken 
by the Memphis Shoe Retailers’ As- 
sociation when the new year opens. 
Robert Love of Cook & Love, promi- 
nent retailers, has been named by 
President Reuben Stiefel, as chairman 
of the committee in charge of this 
work. The matter is a delicate one, 
and the association plans to employ 
advertising experts to write “ads” for 
the local papers. 

Such abuses as taking home two 
or three pairs of shoes from half a 
dozen stores by the same customer, re- 
turning damaged merchandise and the 
like, will be corrected through tactful 
methods to be worked out by the com- 
mittee. The shoe retailers feel that 
with the elimination of the expense and 
time involved in such methods, they 
can give their patrons much better 
service. 

“We are going to handle the matter 
carefully so as not to injure the good- 
will of our patrons and prospective 
patrons,” declared Mr. Steifel. “It 
seems that we shall have to use our 
own ingenuity in planning the cam- 
paign, as we have inquired of several 
other associations as to plans for simi- 
lar campaigns they may have con- 
ducted and we are unable to find any- 
thing like it. Perhaps in the future, 
our campaign may help somebody else.” 

The Memphis association is finishing 
plans for its retail display at the Na- 
tional Shoe Retailers’ Association in 
Chicago, Jan. 4 to 7, inclusive. — Such 
early spring styles in colored kids as 
Rose Blush, Parchment and Shell Gray, 
which the local retailers have actually 
purchased, will be in this_ section’s 
display. Through this medium, the 
retailers hope to guide other retailers 
in the Southwestern Association’s area 
in the styles that are to be pushed dur- 
ing February and March. Memphis is 
the pivotal point for the shoe trade 
of the Tri-State territory, including 
really Tennessee, Arkansas, Missis- 
sippi and Northern Alabama. 


Gano a Bank Director 


DENVER, CoLo.—Merritt W. Gano of 
the Gano-Downs Company, this city, 
has been appointed a director of the 
Denver branch of the Federal Reserve 
Bank of Kansas City. 





| 
| 








Potter Employees 
Play and Dance 


CINCINNATI—On the night of Dec. 
16 many of Cincinnati’s snoe men and 
their families attended a dance and 
card party at the Potter Shoe Com- 
pany. This was the second party of 
its kind given by the employees in the 
Potter Good Will Association this year. 
The Good Will Association takes this 
means of raising funds to support a 
charity they adopted several years ago. 
Each Christmas they give presents to 
the mothers and children of Hamilty 
County, who come under the Mothers’ 
Pension Fund of the Court of Domes- 
tic Relations. 

The party was well attended and 
from indications everyone had a good 
time. The juvenile department on the 
second floor was cleared for dancing 
and with the aid of a peppy orchestra 
and quite extensive decorations, an at- 
mosphere of real holiday spirit was 
created. The new Costume Booterie on 
the third floor was used for serving re- 
freshments, while the second floor of- 
fices were taken over for the card 
players who played for prizes donated 
by the members of the Good Will As- 
sociation. 

Some of those who were present 
with their families include W. New- 
bold of the Smith Kasson Company, 
Harry Volrath of the H. & S. Pogue 
Company, Kenneth Kernan of the 
Mabley & Carew Company and Henry 
Momper of the Rollman Company. 


Vickrey in Detroit 


DetroITt—L. H. Vickrey has assumed 
the management of the shoe depart- 
ment of the Browning-King store in 
Detroit. Mr. Vickrey comes to De- 
troit from the Cleveland store of this 
firm. It is reported that W. Woodlock, 
the former manager, will take up his 
residence in California, as his eyes 
have been on the setting sun for some 
time. 


Celebrate 76th Year 


RocHestTer, N. Y. (UTPS) — Mont- 
gomery’s Shoe Store at Warsaw is cele- 
brating its seventy-sixth year. The 
business ‘was founded by John W. 
Montgomery in 1850. At that time 
there were no ready-made shoes on the 
market, all shoes being custom-made. 
The business is now owned by John A. 
Montgomery, son of the founder. 





Good Program 
Outlined for 
O. V. Meeting 


Three-Day Convention of Mer- 
chants Set for Columbus, 


O., Feb. 21, 22 and 23 


CoLUMBUS, OHI0O—Far in advance of 
the date of the opening of their con- 
vention, the Ohio Valley Retail Shoe 
Dealers’ Association has practically 
completed its program for the gather- 
ing to be held in the Neil House here, 
Feb. 21, 22 and 23. 

The opening of the convention proper 
will be preceded on Sunday, Feb. 20, 
by advance registration and a meeting 
of the directors. 

Monday morning will be devoted to 
inspection of shoe displays. The con- 
vention will be called to order by Presi- 
dent P. J. Meyer of Dayton in the aft- 
ernoon, and features of the session will 
be addressed by James Devine of the 
Ohio Building and Loan League on 
“The Retailer’s Obligation to His 
Trade Associations”; by F. J. Nichols 
of the National Cash Register Com- 
pany on “Some Suggestions to Shoe 
Retailers to Increase Their Sales”; and 
by G. R. Guild, of the Kardex Rand 
Sales, on “The Effect of Buying Power 
on the Retail Cycle.” In the evening 
there will be a dinner smoker. 

A luncheon for both merchants and 
manufacturers at noon on Tuesday 
will be followed by a Shoe Operation 
Economy Conference, divided into three 
groups for merchants doing different 
volumes of business. A footwear pag- 
eant will be held in the evening. 

Reports of officers, election and in- 
stallation of new officers and a meet- 
ing of the new directorate will be held 
on the last day of the convention which 
will close in the evening with an in- 
formal dinner dance in the ballroom of 
the Neil House. 


Cincinnati Trade Good 


CINCINNATI—The general retail busi- 
ness during the month of December has 
been exceptionally good, is the report 
from most quarters. There has been 
a lagging of shoe trade, but this has 
been offset by the demand for holiday 
slippers. The fair weather thus far 
has not had a tendency to move the 
rubber footwear, but colored galoshes 
have been in fair demand during the 
few cold days. The men’s departments 
have had steady trade during the 
month with a tendency toward black 
footwear. Some demand for high shoes 
is being felt. 
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Texas Future Bright 


Boston—One of 
the visiting buyers 
who makes regular 
trips to the East- 
ern markets is 
Jesse N. Tucker, 
buyer and depart- 
ment manager of 
the wholesale shoe 
department of Hig- 
ginbotham - Bailey- 

Logan Co. of Dal- 

las, Texas, one of 

the largest houses . = 
in the Southwest, je” Gedaae 
occupying 8% 
acres—and a mill- 
ion dollar rated 
concern. Mr. Tuck- 
er is optimistic as 
to the future of 
Texas. He says 
that at present conditions are excel- 
lent; that they have had the best cot- 
ton crop ever, even though the price of 
cotton has been down; an excellent corn 
crop; that never has the wheat crop 
been better or greater than it was the 
past year, and that the oil sections of 
Texas are experiencing a period of re- 
markable prosperity. 

Mr. Tucker may be termed a “self- 
made” man. He was born and raised 
on a farm in Salina, Mo., near Mar- 
shall, Mo.—his first business venture 
was selling the Kansas City papers in 
Marshall. He covered from 1904-1919 
“No Man’s Land” in Oklahoma and 
Texas—that is, the Panhandle Section 
of Texas, and Northwestern Section of 
Oklahoma for the Brown Shoe Co., and 
was one of the leading salesmen of this 
house. 


Jesse 
Buyer and Depart- 
ment Manager of 
the wholesale shoe 
department of Hig- 
ginbotham - Bailey - 
Logan Co., Dallas, 
Texas 
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Evening Slippers 


of Glinting Silver and Gleaming Gold - 
with lovely combinations of soft pastel 
shades an material of Paisley 
Brocade as illustrated 


PAISLEY BROCADE 
with Gold Kid Straps and heel cover 
also with Silver Kid Straps and heel cover. 


Now on Sale 


$13.85 





Selected from San Antonio, Texas 


Wyman’s Will 
Celebrate 25th 
Anniversary 


Baltimore Shoe Store to Mark 
Quarter Century Career in 
Business This Year 


BALTIMORE (UTPS) — The new year 
of 1927 will mark the twenty-fifth an- 
niversary of the foundation of Wy- 
man’s, 19 West Lexington Street, one 
of Baltimore’s largest and leading ex- 
clusive shoe stores. In 1902 Mr. Mau- 
rice Wyman, an enterprising young 
merchant of this city, purchased a shoe 


street. The shop at that time was a 
modest one, but during the twenty-five 
years that it has been in existence, it 
has grown until today it ranks with 
the largest and best exclusive shoe 
shops of this city. Wyman’s occupies 
a commanding position in the shopping 
district of the city, being located in 
what is usually referred to as the heart 
of the shopping district of Baltimore. 

In connection with the twenty-fifth 
anniversary of the foundation of this 
exclusive shop, it is recalled that great 
changes in styles of clothing, shoes and 
living have taken place. With all of 
these Wyman’s has kept pace, usually 
being the first shoe shop in Baltimore 
to show the newest modes, and an in- 
teresting feature is that these newest 
modes were always featured at mod- 
erate prices. 

Up to about two years ago, Wyman’s 
operated but the one shoe store, located 
at 19 West Lexington Street, where it 
occupies a three-story and basement 
building. About two years ago, Wy- 
man’s purchased the Urner Shoe Shop, 
located at 111 East Baltimore Street, 


store, and 
Branch of Wyman’s. 
men’s shoes exclusively are sold, and 
it is referred to as the men’s shop. At 
the main store women’s shoes are the 
feature, though there is a men’s de- 


the building. 

Maurice Wyman, 
business, is still actively identified with 
the business, though his health does not 
permit him to take as active a part as 
he would desire. 





Sold Many Handbags 


R. H. Fyfe & Co. store for Christmas 
gifts indicate that here is to be found 
| an additional line for increasing vol- 


| 
| Detroit — Sales of handbags at the 
| 


ume of sales. It is believed that shoe 

stores catering to a good class of trade 
| may easily build up a business in 
| handbags of the better grades, but it 
| is thought by those who have had some 
experience in handling this line in shoe 
stores that it will not pay any shoe 
merchant to stock the lines usually of- 
fered by department stores at popular 
prices, because the shoe stores will not 
be in a position to make quantity. pur- 
chases to compete with the larger 
stores. 





shop located at 19 West Lexington | 


which is being operated as a branch | 
is known as the Urner | 
At this store, | 


partment located in the basement of | 


founder of the | 


Warnick with Plotkin 


Boston — J. J. 
Warnick is now 
manager of the 
Red Cross shoe 
department of 
Plotkin Bros., 
Boylston Street. 
He was formerly 
connected with 
the Walsh Arch 
Preserver Shoe 
| Shop on Boylston 
| Street, where for 
| three years he 

was assistant 
| manager. 





J. J. Warnick 


Early Clearance Sales 


Detroit — Early clearance sales are 

predicted by the appearance of several 
reduction announcements preceding 
Christmas. The Fyfe store will hold 
its annual Pre-Inventory Sale as usual, 
commencing on Jan. 3. Preceding 
Christmas this firm announced a re- 
| duction of 15 per cent on Arch Pre- 
server shoes. 


Lyons With Niseley 


CINCINNATI — T. E. Lyons, formerly 

of the Dunn Taft Co. of Columbus, is 

| now managing the Niseley Store on 
Race Street, succeeding Mr. Orr, who 

is occupied in other lines of businsess. 








Of Paris 
design--- 


a smart model of black 
Patent Leather trimmed 
7 lack genuine Lizard. 
The rather short vamp and 
beautifully arched instep 





minimize the foot to a most 
$22 flattering degree 


etn th rt Os 0fteigerwalt 
Boot Shop 
1528 Chestnut Street 


Fifty Years cf Serve to a Discriminating Clientele 








Selected from Philadelphia, Pa. 


“THE VOGUE”— 
Trim Ankles With 
Patent Tailored Oxfords 











Exquisite Hosiery to Match 


ALEX ANDER’S 


2 Peachtree Thru to 110 Peachtree Arcade 














Selected from Atlanta, Ga. 
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ROCHESTER 
SHOES, 


GRAY SUEDE IN STOCK — 


Ditto Parchment, Patent, Satin and White 


*Jleana’”’ 


B-283—Pearl Gray Suede . ‘ B-709—Parchment Calf (Abbo Patent Piping) 
B-284—Parchment Calf . B-708—Patent Leather (Parchment Calf Piping) 














66. Ie 9 os ¥ aoe 
O ay’ tin B-282—Pearl Gray Suede 
8-258—Parchment Kid 
B-256—Pearl Gray Suede \e ae +S gat ree ee 
B-572—Patent Leather 
B-259—Parchment Kid 5 B-224—White Satin 
B-260—Patent . B-575—wWhite Kid 





THE MENIHAN COMPANY. 
Rochester, N. Y. 


SAMPLE LINES WILL BE ON DISPLAY AT 


HOTEL SHERMAN 
Jan. 4, 5, 6 and 7 
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Detroit’s Holiday 
Trade Equals 
Last Year’s 


Large Sales of Slippers, Ho- 
siery and Buckles Brings Up 
Volume to that of 1925 


Detroit — The holiday business in 
Detroit shoe stores was approximately 
equal to that of a. year ago, which re- 
fiects a substantial progress when we 
remember that holiday business in 
1925 was above normal. It is conceded 
by some shoe merchants that the 
Christmas business in footwear is 
slipping away and that the public is 
purchasing other merchandise for gifts. 
This tendency is offset to some meas- 
ure by the increased sales of hosiery 
and buckles made by shoe stores this 
year. 

Slippers, hosiery, buckles and novelty 
galoshes have aided in making the 
holiday business approach normality, 
although the lack of stocks of the latter 
has been a handicap in a great meas- 
ure. It appears that neither the re- 
tailer nor the manufacturer had suf- 
ficient confidence in the novelty galosh 
to provide large enough stocks to meet 
the demands of the public. The sales 
of black galoshes of the older types 
have been slower, as the demand and 
supply of the novelty types have re- 
placed sales of the former. 

Sport. hosiery in the men’s stores 
have found a good sale this year, those 
having adequate stocks finding sales 
largely increased. 

In some stores the sales of men’s 
holiday slippers have been a disap- 
pointment while in others increased 


Spiffy Styles that 


2 Set a Swift Pace 
“SPEEDBOY” OXFORDS 











Mile-a-minute models 
with racy lines and 
nobby new effects---for 
the young man who 
wants to keep the lead 
in smartness. The finest 
selection and every foot 
expertly fitted. 


"Tie « Feat to Fit Fest Fashionably 
| 1204 to 1208 Max ket St. 


Selected from Philadeiphia, Pa. 

















sales have been reported. As a whole 
it may be safe to predict that the num- 
ber of pairs sold this year will equal 
the sales of last year. 

Reduction sales in buckles announced 
early in December has done more to 
demoralize sales of buckles than any- 
thing else. Just at a time when this 
line should be sold at a fair profit and 
when they should be boosted as Christ- 
mas gifts, several of the stores an- 
nounced 20 per cent reductions on the 
entire lines. In spite of this the buckle 
business was reported good in many 
stores. 


Loveman to Open Shop 
in Baltimore Soon 


BALTIMORE (UTPS) — Loveman’s 
Shoe Store, operated by Isaac E. Love- 
man, at 901 Pennsylvania Avenue, will 
open a new store at 905 Pennsylvania 
Avenue early this year. The building 
at the latter address is being completely 
remodeled and improved for Mr. Love- 
man, and when these are completed 
new modern fixtures will be installed 
so as to make the store modern in every 
respect. Loveman’s is one of the 
largest exclusive shoe stores on Penn- 
sylvania Avenue, which is one of the 
leading sectional business areas of this 
city. The store carries shoes for men, 
women and children, including na- 
tionally known brands for all. Dunlap 
is one of the new brands that will be 
a feature of the new store. 


Three for Cincinnati 


CINCINNATI—The enthusiasm shown 
by the Cincinnati Retailers has caused 
another model to be selected for the 
Style Show in Chicago, making the 
third to represent them. The retailers 
are making much progress toward their 
preparations for the Show and intend 
to show the correct and most fascinat- 
ing styles in footwear. 


Fyfe Has New Sign 


Detroit—A new electric street sign 
adorns the Fyfe Building at the cor- 
ner of Woodward Avenue and Adams 
Street. The sign is 55 feet tall and 12 
feet wide. The words “Fyfe’s Shoes” 
are prominent, the letters of the first 
word, reading downward, are 6 feet 
tall, while the letters of the word 
“shoes” across the sign are 8 feet tall. 


Two Denver Stores Quit 


DENVER—Two local shoe stores quit 
business during the past month. They 
were the Butler’s Shoe Store, Fifteenth 
and California Streets; and the Arnold 
Department Store, which maintained a 
large shoe department. 


Reports Good Business 


CINCINNATI— Walter E. Giesting, 
manager of the Bostonian Store on 
Vine Street, reports excellent business 
during the month of December, and the 
year just ended has been very grati- 
a 

throughout. 





Paul Dalsimer Married 


PHILADELPHIA, Pa. (UTPS)—An in- 
teresting social event in the Philadel- 
phia retail shoe trade was the wedding 
last week of Paul David Dalsimer, 
son of Walter Dalsimer of the retail 
shoe firm of S. Dalsimer & Son, 1204 
Market Street. The ceremony took 
place at the Bellevue-Stratford Hotel 
and was performed by Rev. Louis 
Wolsey, rabbi of the Congregation Ro- 
deph Sholem. Hundreds of friends of 
the young couple were present at the 
— and the reception which fol- 
ow 

The bride was Miss Annette Fried- 
berger Eshner, daughter of Dr. and 
Mrs. Augustus A. Eshner of 1019 
Spruce Street. .Dr. Eshner is one of 
the best known physicians in the city. 
Mr. Dalsimer was graduated from the 
University of Pennsylvania in the class 
of 1926 and Mrs. Dalsimer from Cor- 
nell University last spring. Following 
their honeymoon trip to Bermuda, they 
will live at 34th Street and Powellton 
Avenue. Mr. Dalsimer then will re- 
sume his duties with the firm. 











(Cammeyer 


“Every Shoe Fits Not Every Foot 


reads the old adage. And able 
Cammeyer assistants bear it out by spar- 
ing no effort to find the shoe for your 
foot..An individual service worthy of an 
individual shoe 


$14.50 
$14.00 


The high-cut pump 
The lace-strap model 


47 West 34th Store, near Sucth Apenue 











Selected from New York 
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THE UNANIMOUSLY ELECTED COLORS FOR SPRING 1927 — 


Pastel Parchment 


These new C & C shades are “ay 
strongly favored by many Rose Blush 


Shell Gray 


buyers of most highly re- 
spected judgment. 


First—because they meet so 
perfectly the recommenda- 
tions of the JOINT STYLES 
COMMITTEE. 


: To have them in your spring 
Second—because they have footwear is to further estab- 
that impressive CHAR- lish your position of style 
ACTER for which C & C leadership in your commu- 


leathers are famous. nity. 





Tony colors include,k—TONY GOLD, TONY TAN, 
TONY HENNA, TONY BROWN, TONY AUBURN, 
TONY BURGUNDY, TONY RED, TONY BLACK. 











CREESE 
COOK 


(Omn © ie 2 Ge -ay. Gea *| 
95 South St. 


+o) oston 
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Big Haverhill Contingent 
to Be at Chicago Show 


HAVERHILL — The Haverhill fitms-to 
display their lines in the Chicago mar- 
ket during the period of the N.S. R. A. 
convention January 4 to 7, include: 
Bradley-Goodrich Shoe Co., Rickard 
Shoe Co., Harding Shoe Co., Tessier 
& Bowdoin Co., Duane Shoe Co., Hart- 
man Shoe Co., Ornsteen Shoe Co., 
Jonas Shoe Co.,. Klayman Shoe Co., 
Crispin Shoe Co., Gilbert & Freedlen- 
der Shoe Co., Bloomfield Shoe Co., 
Brenner & Brody Shoe Co., B. E. Cole, 
Inc., Slipper 2 Shoe Mfg. Co., 
Wright-Gorevitz McNamara Shoe 
Co., Kimel Shoe Co., F. E. Adams Shoe 
Co., E. D. Haseltine Shoe Co., George 
B. Leavitt Shoe Co. 

On the week of January 10th the 
following firms appear as exhibitors at 
the “Shoe Buyers Show,” at the Copley- 
Plaza Hotel, Boston: B. E. Cole, Inc., 
L. B. Dudley Co., Dalrymple-Dudley 
Co., David Shoe Co., Brenner & Brody 
Shoe Co., Crispin Shoe Co., Becker 
Shoe Co., C. M. D. B. Leavitt Co., 
Gilbert-Freedlender Shoe Co., Harding 
Shoe Co, Knights-Allen Co., Kimel 
Shoe Co., Knipe Bros., Inc., Rickard 
Shoe Co., Slipper City Shoe Mfg. Co., 
Wright-Gorevitz & McNamara Co. 


George F. Johnson 
Plays Santa Claus 


ENbDIcOTT, N. Y. — Following his 
custom of ten years’ standing, George 
F. Johnson, veteran shoe manufac- 
turer and president of Endicott-John- 
son Corporation, again played Santa 
Claus to the school children of Endicott, 
West Endicott, Vestal and the sur- 
rounding country districts. Six thou- 
sand pairs of shoes were required to 
give one pair to each bey and girl. 

Each was permitted to make his own 
selection, and as had been expected, the 
boys “almost to the Iast man of them” 
chose the Endicott-Johnson jack-knife 
high cut, which carries a jack-knife in 
a pocket on the side of the right shoe. 

Just how early the style sense enters 
the feminine make-up was indicated by 
the fact that the girls even in the 


kindergarten grades seemed _in- 
stinctively to choose the very ‘latest 
styles. 


In addition to the children, Mr. John- 
son also presented a Christmas present 
of a pair of shoes to each clergyman, 
teacher, policeman and fireman in t 
three cities. Also in accordance with 
his annual custom, he handed a ten- 
dollar gold piece to every prisoner in 
jail on Christmas Day in the three 
cities. 


Nitchy Joins Endicott 


Enpicott, N. Y.—Frank F. Nitchy, 
until recently manager of the Boston 
branch of the Hamilton-Brown Shoe 
Company, has joined the Endicott- 
Johnson Corporation executive sales 
staff and will undertake sales promo- 
tion work in the Eastern territory. 
Nitchy, who is widely known in the 
shoe trade, first entered the shoe in- 
dustry at Jefferson City, Mo. He was 
Chicago representative of Endicott 
Johnson from 1912 to 1918, so is not a 
stranger in his new environment. 











Rosen Off to Chicago 
BosTon-—George 


urer and general. 
manager of the 
Merchants Shoe 
Co., is displaying 
his line of popu- 
lar priced ex- 
treme novelties 
for women at the 
Morrison H ot el, 
Chicago, dur ing 
the days of the 
‘Chicago Conven- 
tion — Jan. 4-7. 
Here he has 





geo. M. Booen. 
lanned to meet a aa bee oo: 


Manager of 
arge number of The Merchants Shoe 
old customers and Co. 
many new ones. 
He will confer with his salesmen from 
the Middle West, Northwest and South- 
west; will attend the Style Show and 
then will hurry home to “take in” the 
two Boston Style Shows—Jan. 10-12. 





‘Selling New England” 
Discussed at Meeting 


HAVERHILL—“Selling New England” 
was the theme of the annual banquet 
of the Haverhill Chamber of Com- 
merce held at City Hall the evening of 
Dec. 16 with leading trade experts of 
the New England district appearing 
on the speaking program. The Haver- 
hill business men have in their suc- 
cessful campaigning of the past year 
sold Haverhill to the point that the 
city has staged a remarkable industrial 
come-back. It is now their purpose to 
join with New England industry as a 
whole to sell New England-made 
products. , 

William J. Fortune, vice-presilent of 
the National Shawmut Bank, Boston, 
one of the speakers, delivering an ad- 
dress on the theme, “Selling New Eng- 
land,” stoutly denied that.-New Eng- 
land is slipping or losing any of its 
industrial prestige. He declared that on 
the contrary it is stronger financially 
and in many other ways to carry on 
than ever before. New England has a 
tremendous capital investment and 
such unchallenged manufacturing skill, 
he declared, as to remove all fear of 
industrial obliteration. 





Scholl Back from Europe 


Cuicaco—Dr. Wm. M. Scholl, Presi- 
dent of the Scholl Mfg. Co., Chicago, 
recently returned from a tour of the 
company’s branches in European cities 
including London, Paris, Basil, Frank- 
fort and Berlin. On the continent he 
found business in his products decidedly 

‘ood, especially in Berlin where the 

rm has one account which alone sells 
a million marks worth of Dr. Scholl’s 
products. 


E. W. Thomas Resigns 


Brockton — Evan W. Thomas, for 
more than 82 years connected with the 
C. S. Pierce Co., and more recently its 
treasurer, has resigned his ition to 
take effect Jan. 1 and has 
his holdings. 


isposed of 








E-J Organization Holds 
Mid-Winter Conference 


Enpicott, N. Y.—The present domi- 
nance of the style factor in the making 
and merchandising of shoes was the 
point of emphasis at the annual mid- 
winter Eastern-Atlantic sales confer- 
ence of the Endicott-Johnson Corpo- 
ration which drew 140 sales represen- 
tatives to Endicott, N. Y., during 
Christmas week. 

“We believe that even the working- 
man is looking for style in his work- 
shoes, and we are experimenting in 
that direction with upper leather which 
will shine easy, always look good, yet 
wear well,” C. B. Lord, the nera! 
sales manager, told the gathering. 

Mr. Lord reported that far-seeing 
shoe merchants throughout the country 
are realizing that to maintain their 
profits under present conditions of 
rapid style changes, they must concen- 
trate on a strong, complete line rather 
than scatter their business in many 
directions. In order to meet the full 
requirements of these merchants, 
Endicott-Johnson has been balancing 
its line, Mr. Lord stated, and the 1927 
offering represents the final stride in a 
transition from a specialty line of 
men’s and boys’ shoes, to a general line 
of specialties in men’s, women’s, boys’ 
and girls’ shoes. It will: be supported 
by a comprehensive national advertis- 
ing campaign, he stated. 


Cincinnati Factories 
Doing Big Business 


CINCINNATI— Sales reports from 
several local factories are very satis- 
factory. Sales are growing from day 
to day and the majority of manufac- 
turers report that buying is earlier 
than past seasons. Dealers realize that 
novelty footwear is sought early by the 
fastidious and spring shoes like mil- 
linery are worn early in the season, in 
reality, pushing the season up from 
two to three months earlier. Orders 
now being received are for January and 
February deliveries. The- most. pro- 
nounced demand is for rose blush and 
parchment shades, with a fair amount 
of grays being sold. Sandalwood tan 
calf is also considered one of the lead- 
ing numbers. Black, including patent, 
is still a leading number and by some 
manufacturers it is estimated that 50 
per cent of orders received are for 
black footwear. 


S. P. Lovell Resigns 


BrockTton—Stanley P. Lovell of this 
city, who for the past two years has 
been in charge of the box toe depart- 
ment of the United Shoe Machinery 
Corp., and a director of the Celastic 
Corp., has resigned his position and has 
accepted the post of vice-president and 
assistant treasurer of the Arden Box 
Toe Co. of Watertown. He will direct 
the production department of the com- 
pany. Mr. Lovell was chief chemist 
for the Geo. E. Keith Co. before he 
became associated with the U. S. M. C. 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 
Leaders of Industry 


Colored kid ac- 
New York counts for the 
bulk of orders now going through 
the shoe factories in New York and 
Brooklyn. Orders have been re- 
ceived for January and February 
delivery, but there has been little 
business booked beyond those dates. 
Gray is playing a more important 
part in the color scheme of spring 
production than has been the case 
for several spring seasons past. 
There has been a big let-down in the 
cutting of patent leather, but there 
is still a fair quantity of this ma- 
terial going through the works. 
Roseblush and gray are probably the 
leading colors at present. Most 
manufacturers expect shell gray and 
pastel parchment to head the list of 
best selling colors later on in the 
season. 

In patterns, the strapped models 
lead by a wide margin. For Palm 
Beach wear the bench-made makers 
are turning out a large quantity of 
sandal effects, not only in light col- 
ored kid but in a wide variety of 
new materials. Several fabrics have 
been introduced by the high-grade 
makers, and several of them are con- 
trolled exclusively by individual shoe 
manufacturers. 


Reptiles Here to Stay 


By William Goldstein 
William Goldstein & Co., Inc. 


Despite the fact 
that many are 
talking of a wan- 
ing in the de- 
mand for reptile 
leather, . these 
leathers, I _ be- 
lieve, are here to 
stay for a long 
time to come if 
properly used. 

a Reptile leather is 
William Goldstein =, material that 
outclasses everything else, not only 
for beauty of appearance but also 
for wear. This coming spring sea- 


son, with the indicated use of large 
quantities of colored kid, should see 
a widespread use of reptile leathers 
for trimming, for no material blends 
so well with kid as reptiles, especial- 
ly genuine lizard. We are using 
much reptile leather, both for trim- 
ming and for all-over patterns in our 
shoes. 

Black satin and one shade of blond 
or parchment, I believe, will sell big 
in a plain shoe for afternoon-wear. 
In kid, it looks like roseblushy me- 
dium brown, shell gray. and. steel 
gray for an early spring run, with 
grays selling well up to about May 
1. Lighter colors will have a run 
then, principally parchment and 
water lily, but when summer comes 
we will sell more white kid than we 
did last year. It probably will be 
a good idea to trim the whites up 
with harmonizing and even contrast- 
ing colors, if not overdone. 


$ With inventories 
Chicago just closing for the 
year, Chicago manufacturers are 
looking back at a very successful 
season. Volume generally has been 
somewhat in excess of 1925, although 
it is admitted that the last four 
months of the year as a period was 
not quite as pleasing as was ex- 
pected. Inventories are fair in the 
men’s lines and women’s novelties 
show a little more weight than is 
pleasing but generally is satisfac- 
tory. November and December were 
marked by. a distinct falling off of 
orders and future business even yet 
is lacking in good totals. 

From a year’s standpoint, how- 
ever, business has been satisfactory, 
with a feeling among the larger 
operators that is distinctly optimis- 
tic for spring. Early shipments will 
not be heavy, according to present 
indications, although the demand for 
novelties in the women’s lines is 
good. The leading women’s novelty 
house of Chicago has some splendid 
orders booked for early delivery and 
so have other women’s manufac- 


turers, with the men’s end not quite 
so good. 


The shoe factories in 
Boston this section are work- 
ing on orders for immediate delivery 
and for advance spring trade. There 
were many novelties rushed through 
the works in some of the women’s 
factories during the past two weeks, 
such as paisley and patent combina- 
tions, but in the great majority of 
cases the colors have been roseblush, 
pastel parchments, shell grays, me- 
dium and dark shades of tan, and 
the rich reds of raisin and Abbo. 
There are many reptile trims on 
blacks and tans. In the novelty class 
are velvets, satins and patent leath- 
ers. The patterns are still “sticking 
closely” to ties, straps and plain 
pumps. Heels as high as 20/8 in 
women’s novelties are shown in a 
wide range. In men’s fine shoes, new 
creations are being shown in a me- 
dium tan color in refined patterns, 
heels ranging from 7/8 to 9/8. 

The rubber jobbers and wholesale 
houses have done a big business on 
overshoes and other heavy rubber 
footwear types. 


Talk Seasonal Shoes 


By B. U. Shriner, President, 
French, Shriner & Urner Corp. 


The retail 
shoe merchant 
can sell twice as 
many men’s fine 
shoes as at pres- 
ent if he will 
“play up” their 
seasonal aspects. 
The stage is all e 
set for a good P 4 
spring on men’s 
summer- 
weight shoes. 
Manufacturers have been working 
on men’s summerweight shoes for 
many weeks and are now busily en- 
gaged in turning out more and more 
to fill the increased demand which 


B. U. Shriner 
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is sure to come if the dealer wi'] 
“talk” the desirability of a shoe to 
correspond with the rest of the ap- 
parel. Men are quick to react to 
comfortable and correct footwear, 
but they must be told about it, in 
store window, in newspaper adver- 
tising, in inside display. The sales- 
people of the store must know about 
it and be able to discuss intelligently 
the many different features of con- 
struction which designate the sum- 
merweight shoe, or the winterweight 
shoe, or the shoe for the seasons in 
between the extremes. 

For instance, with winterweights 
display such signs in the window as 
“These Shoes Are Equipped with 
Genuine Waterproof Welts.” Or 
with a summerweight shoe display 
“These Shoes Are Built to Give the 
Maximum Amount of Comfort and 
Coolness to the Feet Consistent with 
the Longest Wear.” The Straw Hat- 
Summerweight Shoe Day idea is a 
good one to “get across” to the men 
in your community, and so the slogan 
“Change Your Winterweight Shoes 
for Summerweights When You 
Change Your Felt Hat for Your 
Straw Hat—May 15” may be appro- 
priately used by the merchant. In the 
early summer, feature sport shoes. 
Talk dress shoes for the various 
evening functions of the winter. 
Talk about a shoe for business and 
a shoes for general wear, with their 
various seasonal characteristics. In 
a word, to sell more men’s shoes let 
us all remember to stress their sea- 
sonal qualities. 


Lynn is quickening the 

Lynn pace of shoemaking for 
the coming season. More orders 
have come in. Many more will be 
placed in the January markets. 
Lynn is braced up for quick produc- 
tion. Prices show a tendency to 
rise. Cut soles, suitable for certain 
popular novelty grades of shoes, are 
three or five cents a pair higher than 
last summer, with predictions of fur- 
ther advances soon. Certain _lines 
of upper leather are firmer in price 
and scarcer in supply. Signs of a 
rising market are stronger than at 
any time during the past five years. 
Lasts are well worth study by 
buyers. Two hundred _ different 
models of lasts, all suitable for wo- 
men’s novelty shoes, were displayed 
in Lynn this week. They will be 
taken to the Chicago show. Heels 
of these lasts range from 4/8. to 
26/8. The latter, measuring 314 
inches, looks like the limit in height 
of heels. Lasts carrying the 4/8 


heels have already been sampled by 
makers of popular novelties. 


These 





heels, of the spring style, are of 
wood. When heels range from 1% to 
3% inches in height, the feminine 


-foot is certainly flexible, to say the 


least. Patterns favor ties just now, 
especially the two-eyelet type. But 
there are plenty of strap, opera, bow 
and buckle trimmed and. step-in 
models. Open shanks are the next 
on the list. Drawings of them, now 
in the shops, show the most em- 
phatic openings in shanks. 


“Art in Shoes” 
By “Patsy” Collella 
Collella & Leighton 


We are in an 
era of art in 
shoes. Styles in 
footwear are ap- 
preciated 
by more people 
than ever. Re- 
member that 20 
years or so ago, 
most everybody 
was pleased 
with a picture 
in black and , 
and white? Today, our magazines 
are rich with artistic illustrations. 
A sim ‘iar change has taken place in 
women’s footwear. Staples have 
been superseded by artistic novel- 
ties, and the style of the novelties is 
appreciated. 

There is an art in styling, an art 
in workmanship, an art in merchan- 
dising and an art in the wearing of 
the shoes. All good styles are really 
based on art. Fashions in footwear, 
often called modern, are readily 
traced back to the master craftsmen 
of France or Italy or the older coun- 
tries, Egypt, Persia, India or China. 

So I say that styles of today are 
enduring, because they are based on 
art which endured. It is a mistake 
to speak of styles as novelties. They 
are worthy of a better title. It is a 
mistake to yearn for a return of 
plain, ordinary shoes, such as were 
common 20 years ago, more or less 
We have entered upon an era of art 
in footwear, and we should develop 
it, each man according to his abil- 
ity and calling, and that with cour- 
age and inspiration, too. 





P. Collella 


° ° * Manufac- 
Cincinnati turers in and 
around Cincinnati are busy, with 
some factories running to full ca- 
pacity.. Earlier buying is being felt, 
due to new colors and to alert mer- 
chants anticipating ‘the demand for 
“before the season” footwear. Or- 
ders are more numerous than usual 
at this time of the year from some 
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sections of the country on account of 
the dull months of October and No- 
vember, and anticipated business 
from the late buyers is now being 
materialized and is expected to in- 
crease through January and Feb- 
ruary. 

Factories’ are replenishing their 
stock departments, many fancy pat- 
terns being featured, and patent 
leather in various leather trims will 
be well represented. A _ tendency 
toward tan shades is being felt. 
Some factories report 60 per cent of 
business done on colored footwear, 
with 40 per cent on patent and trim. 
All factories, with few exceptions, 
will be well represented at the Style 
Show of the National Shoe Retailers’ 
Association at Chicago, Jan. 4, 5, 
6 and 7. 


: Optimism is 
Milwaukee °rtimisn it 
among local shoe manufacturers in 
regard to the spring season and they 
express the belief that the volume of 
business for spring will be very 
satisfactory. Orders were received 
in good quantities up to the holiday 
period, when they dropped off, as is 
usual for this time of the year. The 
manufacturers stated that the ad- 
vance bookings would again in- 
crease following the turn of the 
year. 

At the Harsh & Chapline Shoe Co. 
it was stated that the volume has 
been good to date and that the sam- 
ples would be ready for the repre- 
sentatives following the Chicago 
Show. H. A. Unke said that the 
spring line of shoes which the firm 
is manufacturing is expected to be 
received favorably at the show and 
when the men return to the road. 
The plant has been operating at a 
normal capacity to date. It closed 
Dec. 24 until after Jan. 1 in order 
to take inventory and rearrange ma- 
chinery and equipment. Early or- 
ders for spring goods have been 
satisfactory. 

J. C. Johnson, salesmanager for 
the Nunn, Bush & Weldon Shoe Co., 
reported that the spring orders are 
coming in as usual to the company 
and that the factory is operating at 
a normal capacity. There was a 
slowing up previous to the holidays, 
but it was anticipated that the trade 
would start booking again immedi- 
ately after the turn of the year. It 
is the opinion of this company that 
light shades of tan are to be the 
dominating tones for spring. 

“Our business for this month is 
better than it was for the same 
month a year ago,” declared George 
O. Peterson of the B. B. Shoe Co. 
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MS COMPLETE stock of Repco 
STRETCHERS is a distinct asset 
to every shoe store. To have 

2 <2 all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 





-REPCO STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 


Repco StretcHeRs are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer. more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 


of the finest of materials that can be put, 


into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are conneéted by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finp1ncs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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Brown Shoe Co. 
Holds Annual 
Is Sales. Banquet 


T. Frank Seon President, 
Announces $1,000,000 
Gain in Sales for Last Year 


St. Louis — The sales force, depart- 
ment heads, executives and officers of 
the Brown Shoe Company attended the 
annual ‘sales banquet held Monday eve- 
ning, Dec. 20, at the Coronado Hotel. 
Four hundred members of the company 
were present and’ were entertained by 
artists from Station KMOX, who 
broadcast the Buster Brown. hour di- 
rect from the ballroom, where the ban- 
quet was held. 

T. Frank James, vice-president and 
general sales manager of the company, 
presided, and in his remarks to the 
sales force announced that the company 
had shown a $1,000,000 gain in 1926 
over the previous year. ‘He predicted 
a still larger gain in 1927. 

John A. Bush, president, in his ad- 
dress defined success as a job that 
knew no obstacles, which could not be 
overcome, and urged each salesman to 
return to his territory with the de- 
termination that he would make a gain 
in sales during 1927. 





Buchner Back from Eurape 


New York—S. Buchner of the 
Leather de Luxe Company feturned 
from an extensive European trip on 
Dec. 16, arriving on the Ss. Berengaria. 
He brought back an entirely new line 
of leathers, which will’ be shown for 
the early spring season. Many manu- 
facturers who already have viewed the 
line, have indorsed it as the most beau- 
tiful presented by this well known 
leather organization. 





S. Buchner 


“ritory 
‘preparations to handle a big increase 
‘in volume during 1927. He is bubbling 


= 





L. L. Lyons Optimistic 


OmaHa, Nes.—L. L. Lyons, president 
of The Lyons Hose Protector Company, 
/has just returned from avery 


“ant and profitable trip to the West. 


Coast.‘ Mr. Lyons reports business ex-, 
ceptionally good in his line in that ter- 
and his Company is making 


over with enthusiasm in regard to the 
Lyons ‘Line and from his present suc- 
cess he has good reasons for his con- 
fidence as to the future. 

He will be at-.the Morrison Hotel 
during the Chicago Convention and 
will be glad to meet his old friends 
and tell new customers about Lyons’ 
Products. 





L. L. Lyons 





Big Increase Noted in 
Sale of Riding Boots 


OmaHA, Nes.—During the past few 
years there has been a decided awaken- 
ing of interest in horsemanship in the 
United States, an interest which has 
spread to practically all sections and 
which is largely responsible for the 
large increase in business booked by 
the Kirkendall Shoe Company, op- 
erating the largest exclusive boot fac- 
tory in the country. 

This company began the manufac- 
ture of boots twenty-five years ago, 
confining its activities at first to the 
manufacture of cowboy boots. Five 
years ago it. divided its business 
into two companies, the Wharton Shoe 
Company, manufacturing exclusively 
a medium priced’ line of women’s 
novelty McKays; and the Kirdendall 
Shoe Co. an exclusive manufacturer of 
boots. At the same a & it expanded 
its _ of boots until today it com- 


; incoding riding ots, Bngtish 


Seta. feehey 


1 Pemoes and cowboy boots aad — 
stock. 


all of which are carried in 


McGovern Shoe Co. Has 
Changed Its Name 


Locan, On10o—The name of the Mc- 
MGovern Shoe Co., Logan, Ohio, has been 
‘hanged to McGovern - Bringardner 
Shoe Co., as a result of a reorganiza- 
tion which recently took place. M. P. 
Bringardner has become genera] man- 
ager and treasurer of the company. 
T. W. McGovern has been made sales 
manager. The executive and sales of- 
fices have been moved from Columbus 
to Logan. 

The company has ,completely rebuilt 
its line of women’s McKays. The 
styling of it is under the supérvision of 
Charles O’Donnell, who for the past 
eight years has been with the Dunbar 
Pattern Co., in the women’s style de- 
partment. Both the style and quality 
are being set according to the higher 
standards in the popular price field. 

The sales force and the territories 
“covered follow: 

T. W. McGovern, Chicago, and large 
cities East and South; J. M. Stanley, 
Ohio; Frank Neekamp, Kentucky, Vir- 
ginia, West Virginia and Maryland; 
T. L. Simpson, Western Pennsylvania 
and Central West; P. C. McGovern, 
Eastern Pennsylvania and New York 
State; C. K. Swenson, Wisconsin, Min- 
nesota, Upper Michigan, North and 
South Dakota; H. H. Moon, Michigan 
and Milwaukee district of Wisconsin, 
and Harry McGovern, Indiana and 
Illinois. 


Groves & Rood Succeeded 
by the Groves Shoe Co. 


CHiIcaGco—The Chicago wholesale 
shoe house of Groves & Rood is now 
succeeded by the Groves Shoe Co. 
W..H. Rood retires from business and 
his former associates have re-incor- 
porated under the new name, which 
goes into effect Jan. 1. The officers of 
the Groves Shoe Co. are: 

Geo. M. Groves, president, Wesley 
Raiser, vice-president; Urban K. Allen, 
secretary. They have taken over the 
lease of the premises at 311-315 W. 
Monroe Street and are increasing the 
sales force to cover additional territory 
through the South and West with 
women’s novelty footwear. 

Mr. Raiser recently returned from a 
buying trip to the East, where he 
rounded out the line for spring. 





Chauncey Ladd 


St. -Lours—Chauncey Ladd, director 
and former treasurer of Hamilton- 
Brown Shoe Company, died suddenly 
Wednesday, Dec. 15, at the age of 71 
geass, He had been suffering from 

eart trouble. 

Mr. Ladd was born in Quincy, IIL, 
Nov. 18, 1855. Upon finishing his 
education he entered the banking and 
insurance business in Quincy. In 1875 
he traveled the Northwestern part of 
Missouri for a small jobbing house in 


J] Quincy, selling a line of men’s high 


boots. .Three years a he became 
acquainted with the late A. D. Brown, 
resident of the Henditos-Brown Shoe 
mpany, who offered him a position 





as salesman with the company. 
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WHAT DO SUCH FEET AS THESE 
MEAN TO YOU? 


Trouble? Returned footwear? Perhaps adjustments, refunds? To many 
shoe men that’s just what they do mean, because they try to do what is 
obviously impossible: fit satisfactorily different abnormal types of feet with 
footwear made over perfect lasts and intended to fit normal feet. Others, 


and their number is rapidly increasing, fit 


Dr Scholls 


Corrective Foot Appliances 


Instead of trying to squeeze a normal shaped shoe over an abnormal foot, 
such as anyone of those pictured, they put the proper Dr.Scholl Appliance in 
the shoe. Then fitting is a simple matter. Undue strain is removed, pains and 
aches disappear, there is comfort; shoes do not break downand the customer, 
satisfied, comes again. Also he tells his friends where he got real service. 
If you are not giving a Dr. Scholl Foot Comfort Service begin now. It pays. 


THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World 
CHICAGO NEW YORK TORONTO 
213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street, E. 
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Walter S. (“Wally”) Weil, New 
York representative for the Elkin 
Turn Shoe Co. 





ALTER S.. (“WALLY’’) 

WEIL,. who has been New 
York representative for the Elkin 
Turn Shoe Co. of Philadelphia, on 
Jan. 1 joined the salesforce of 
Wichert, Inc., of Brooklyn, and will 
cover Chicago and the Middle West. 


HE Northwestern Shoe Travel- 

ers’ Association, at a recent 
noon luncheon meeting, held at the 
Nicolet Hotel, Minneapolis,, unani- 
mously reelected Bert Kennett, who 
represents Utz & Dunn Co. in the 
Northwest, as president of this 
progressive N. 8. T. A. local. Bert 
Kennett will be one of the active 
“Nor’western” boys in attendance 
at the Northwestern Retail Shoe 
Dealers’ Association convention, 
Feb. 14-16, at St. Paul. 


HE Philadelphia Shoe Travel- 

ers Association recently inaugu- 
rated its annual meeting with a 
chicken dinner at the City Club. 
Officers for 1927 were elected and 
plans made for attending the na- 
tional convention at Chicago, Jan. 
2-3. Membership in the Quaker 
City organization is increasing rap- 
idly. Secretary Wm. F. Schoell re- 
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Bert Kennett, re-elected President 
of Northwestern Shoe Travelers’ 
Association, Minneapolis. 










Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


in the Nation 
By HELEN M. HANEY 











ports that 1926 reached “high- 
water mark” in everything the 
Philadelphia association stands for 
and seeks to accomplish. 


HE Boston Shoe Travelers’ As- 

ciation held its annual meeting 
on Saturday, Dec. 18, and elected 
Harry P. Lynch president. Billy 
Noll was elected secretary-treasurer 
for the twenty-sixth time. Byron 
M. Brewer was elected vice-presi- 
dent. Syd Curry and George Cum- 
mings are two new directors elected. 





MAB... 


Before and after the annual N. S. 
S. A.-N. S. R. A. banquet at the 
Sherman House, Chicago, Jan. 3, 1927 











Arthur C. (“Daddy”) Earle, who 
travels the big city trade for Laird 
Schober & Co. 









A collation was served, delegates 
elected to the Chicago convention, 
and the good work of the National 
insurance committee discussed. 
“We are virtually a $2,000,000 cor- 
poration,” said President Lynch. 
Letters were read from the In- 
diana association asking for the sup- 
port of Homer H. Beals as vice- 
president and from the Milwaukee 
association asking for the support 
of Frank Larkin as vice-president. 


D M. COX, formerly president of 

the Southern Shoe Travelers’ 
Association, who covers the South 
for the Old Colony Shoe Co., was 
stricken with appendicitis while at 
Jackson, Miss.; peritonitis later de- 
veloped, and Ed had “quite a time 
of it.” His many friends are now 
glad to hear that he sufficiently re- 
cuperated to continue his trip home 
about two weeks ago, and is now 
rapidly convalescing. 


HE World’s Series is not the 
only big event that has hap- 
pened in St. Louis recently. The 
announcement of the appointment of 
Lester B. Shackford, who has been 
in charge of the sales work of the 























The Training and 
Everyday Selling 
Problems of Average 


RETAIL 
SALESMEN 


—make such men especially suitable 
as Potential Co-Partners and Man- 
agers for our Stores. 





The more Initiative, Aggressiveness 
and Ambition you have—as a Re- 
tail Salesman—the better equipped 
you are to fit into the picture and to 
play an important part in the rapid 
Growth of this Nation-Wide Insti- 
tution. 


The J. C. Penney Company 
Operates 773 Department 


Stores—a Live, Progressive 
Organization — Nation-Wide 
in Scope—Stores in 46 States. 


We want Energetic, Ambitious Men 
who are willing to invest THEM- 
SELVES (no other investment re- 
quired), to train for Managership and 
later to acquire an interest in this or- 
ganization. 


If you are such a Man and are inter- 
ested in such an opportunity, if you 
are under 35 years of age, experi- 
enced in selling Dry Goods, Clothing, 
Furnishings or Shoes—of good habits 
and sound health, we would like to 
hear from you. Write for details. 


JCPENNEYCo 


330 West 34th Street 1205 Olive Street 
New York City St. Louis, Mo. 
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A Cinderella Dressing for Every Shoe 








Leading Cinderella dressings 
provide for the retailer a com- 
plete, nationally - advertised, 
profitable line. 


12 


To carry Cinderella exclusively means to 
establish and deserve the reputation of 
rendering a truly valuable service to every 
feminine customer. 


12 Leaders of ‘the 24. Numbers 
of the Cinderella Line 


Boot Cream and Kid Polish 
in all the standard shades 
and in these new spring 
colors: 


Kid White 

Silver Fabric Cleaner 
Silver Kid Dressing 
Gold Fabric Cleaner 


Gold Kid Dressing 
Tube Creme _— re-w 
nite Satie panish Raisin 
Wax Finish Stone 
Dry Cleaner Shell Gray 
Patent Leather Gloss Pastel 
Xe 
Cinderella 


Shoe Dressings 


Everett & Barron Co., Providence, R. I. 
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Spring and Sportmox 
Go Hand-in-Hand 





At Last 


A real moccasin sport shoe for women and misses at 


popular prices. Made on foot-fitting lasts without 
innersoles. -Snug fitting, flexible, and smooth inside. 
With either Gristle, Crepe rubber, Gro-Cord or Hale- 
soles as ordered, at varying prices. 


Berkshires will pep up any line of Sport Shoes and 
make lasting friends of their wearers. 


Prices and samples on request. Made to order, 2 
weeks delivery. 


BERKSHIRE 


Footwear Corp. 
Holliston, Mass. 


Makers of 
& 


TRACE MARK REG. U.S. O4T. OF FICE 
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Ralph Moutton, 

=. Division, 

sales manager, 

Ault - Williamson 
hoe Co. 


St. Louis in-stock department of the 
Ault-Williamson Shoe Co., to the po- 
sition of vice-president of the com- 
qany, in charge of Western sales, 
Will be welcome news to Mr. Shack- 
ford’s host of friends. “Shack,” as 
he is familiarly called, came to St. 
Louis in 1923 from Auburn, Me. 
where he was the company’s sales 
manager; he has been instrumental 
in the success of the St. Louis 
branch. 


ENRY E. HAGAN, one of “the 

fathers” of the N.S. R. A., and 
for many years retail shoe merchant 
of “The Hub,” has changed his ac- 
tivities from selling to the consumer 
to the more strenuous duties of sell- 
ing to the trade. Henry’s head- 
quarters will henceforth be at the 
Statler Building, Boston, and from 
this “bailiwick” he will cover New 
England territory for Johansen Bros. 
Shoe Co., St. Louis. Mr. Hagan is 
to have the further privilege of cov- 
ering any large city, for his house, 
and may sell to any buyer who comes 
to the Boston market. 


ALPH C. MOULTON has won 

a well-earned promotion to the 
position of Eastern Division sales 
manager of the Ault-Williamson 
Shoe Co. Ralph has been with the 
company for seven years, and dur- 
ing all that time has been interested 
in sales work. His past experience 
has made him familiar with the 





Unit. L. A. Crossett 
Co. 
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manufacturing and production end 


of the shoe business, as well as.with --* 


sales work. “Shack” and Ralph have 
agreed to be friendly. enemies, and 
the rivalry between the two divisions 
will wax hottér than ever. Ralph 
says: “If anyone beats the sales of 
the Eastern Division they have a real 
job on their hands.” The two de- 


. partments will work closely together 


in continuing the basic A-W policy of 
building “Constant Comfort” and 
“Constant Style” sales through in- 
creased national advertising and co- 
operation with the A-W dealers. 








George J. Lovely 


George J. Lovely, who sells 
the Dalton Shoe Co.’s men’s 
line in New England and 
Canada, is “talking up” men’s 
summer weights everywhere in 
“shoedom.” He has taken for 
his slogan for the New Year: 
“Talk Summer Weight Shoes 
for Men,” for the 


PURPOSE: 
1—To create the sales of more 
pairs. 


2—To create the habit of wear- 
ing more pairs. 

3—To create the habit of wear- 
ing seasonal footwear. 

4—To instill into the minds of 
men that summer weight 
shoes are as essential as 
summer weight clothes— 
outer and under. 

5—To balance the extreme in 
dressing the feet as well as 
the head. 

HOW TO DO IT: 

1—Have your house make up 
samples of summer weight 
shoes. 

2—Have samples in your lines, 
now, as well as on your first 
trip. 

3—Have_ sufficient summer 
weight shoes in stock to 
deliver on time—if you can- 
not make them up on order 
in time. 

4—Sell the idea to your trade 
of pushing summer weight 


shoes. 

5—Sell the idea that all stores 
display summer weight 
shoes, to be sold May 15. 

6—Urge your trade to adver- 
tise in local papers—“Sum- 
= Weight Shoe Day, May 


7—Urge all salesmen to talk of 
“May 15” as “Summer 
Wtight Shoe Day.” 

8—On May 15, wear a pair of 
— weight shoes your- 
self. 

















Lilian, 


Charles 

sales manager of 

the American Shoe 
Co., Brooklyn 


Allan J. MacPhatl, 

travels N. EB. and 

East. N. Y._ for 
Lape-Adler Co. 


HARLES LILIAN, who suc- 

ceeds Henry Burcher as sales- 
manager of the American Shoe Co., 
will cover the Southeastern States, 
including North and South Carolina, 
Virginia, Georgia, Alabama and 
Tennessee, in addition to his present 
territory. Mr. Lilian plans to show 
spring samples at the Hotel Im- 
perial for two weeks, commencing 
Jan. 5. This, of course, in addition 
to the firm’s regular showing at the 
Chicago convention in January. 


LLAN J. MAcPHAIL recently 
joined the salesforce of Lape & 
Adler Co., Columbus, and will cover 
New England and Eastern New York 
for this house. Mac formerly trav- 
eled the same territory for the Rey- 
nolds Mfg. Co. and later for Arnof- 
Levy Co. Mac is a Boston boy. He 
started in the shoe game at the fit- 
ting stool and worked about nine 
years in a retail shoe store of “The 
Hub” and Northampton. He has 
sold buckles and ornaments for over 
three years. He says he likes vo 
sell shoes, and has a host of friends 
in his territory. Mr. MacPhail in- 
tends to open a Boston office in the 
near future. By the way, you’ve 
heard of “Bob” MacPhail, captain of 
the 1927 Dartmouth football team— 
well, he’s a brother of Allan’s! 


HARLES MAYHAUR will cover 

North and South Carolina, 
Georgia and Florida and Alabama 
for the Stanley Duttenhofer Co. 





Paul 8. 
Jr. Philade 


Lippincott, 
Iphia 

esentative 0 f 
Digon-Bartlett Co., 
and Publicity chair- 
man, “Quaker City” 


Association 
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Sell Tgemselves 





HESE two shoes, from the very start, have 
sold themselves right off the retailers’ shelves. 


Smart—neat—trim, women all over the country 
have found in these types just what they have de- 
sired in waterproof foot covering. 


Placed on the counter or in the window, The 
Radcliffe and Glider will sell themselves. 


‘United States Rubber Company 
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Ladies Specify Shades, Pat- 
terns and Good Fits at 


Tops and Ankles 


&“ N every clime where overshoes 
I are seasonal they are greater 
favorites with the public this 
year than ever before,” recently 
said Charles H. Peterson, presi- 
dent and secretary of the Jones, 
Peterson & Newhall Co., Boston. 
Mr. Peterson has been in the retail 
shoe business, with rubbers occupy- 
ing a prominent place in his stock, 
for the past thirty-five years, and 
has very definite ideas as to how 
overshoes should be made and mer- 
chandised to the best advantage. 
Our rubber letter this week is de- 
voted to Mr. Peterson’s ideas on 
rubber shoe selling, “backed up” 
by those of his rubber shoe buyer, 
Charles M. Bryant, who for the 
past seven years has been an au- 
thority on “what’s what” in heavy 
and light rubber footwear at the 
Jones, Peterson & Newhall Co.’s 
store. 


“(PT HE present tendency of the 

consumer is decidedly toward 
better fitting and better looking 
rubber footwear,” said Messrs. 
Peterson and Bryant. “Especially 
desirable are good fitting tops. 
When your trade is convinced that 
the tops of the gaiters Which you 
have will absolutely fit, that there 
is just enough and not too much 
room at the ankle to insure a good 
fit there, you can sell more pairs. 
Men, women and the children’s 
parents, are more particular than 
ever this year about the snug ankle 
and top fit. If you can successfully 
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The Public 


Is Growing 
Overshoe 
Conscious 
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Here is an idea for a rubber shoe window—a decorative screen and table 


“does the trick.” 


demonstrate and advertise that 
your overshoes will meet these re- 
quirements of slim ankle and close 
top, these goods are more than half 
sold. 

“We think that there is a very 
definite demand for a gaiter made 
with a slim ankle, and a better fit- 
ting top, and offer this as a con- 
structive suggestion to all rubber 
manufacturers. 


6“ E women’s gaiter business 

has taken on a most styleful 
trend of late, and it is well to keep 
one’s ear attuned for the latest fash- 
ion’s frill as to color, and height, and 
pattern. The retail shoe merchant 
should endeavor to encourage his 
clientele in the thought that the win- 
ter footwear fashions of 1926 de- 
mand gaiters—that it is no longer 
in good taste to walk over slushy 
streets and sidewalks shod in thin- 
soled shoes and chiffon stockings— 
that all the best-dressed ladies here 
and abroad wear shoe and stocking 
protection from winter’s snows and 
icy blasts. 


“ ISPLAY is important—and if 

the retail shoe merchant car- 
ries several different kinds of over- 
shoes and light rubbers, it is a good 
plan to show the different kinds by 
placing one of each in the window. 
In store display, and in publicity in 
the newspapers, talk about the 
lightness of rubbers, for folks 
nowadays want the least possible 
weight, and the most compact ar- 


Trim arranged by Cambridge Rubber Co. 


rangement in rubber footwear, con- 
sistent with shoe protection. 


‘s AND after the first big snow 

storms of the early season, do 
not overstock, for it is difficult to 
keep a rubber stock from deteriora- 
tion,” said Mr. Peterson. “I would 
rather wear a leather shoe a year 
after it is made in the factory— 
old leather grows better, like old 
wine, with age—but not so rub- 
ber. In the old days retail shoe 
merchants did not think of this 
item—rubber stocks would lie 
around in basements and in lofts 
for several years, but now instead 
of say 100 cases or more of rub- 
bers coming into the store in Sep- 
tember, we plan to have about thir- 
ty to forty cases arrive in Novem- 
ber, and thirty to forty in December 
—and then fill in, as needed, with 
the balance—ordering more if nec- 
essary. We usually order our over- 
shoes and rubbers in April or May. 
As dating, with about 7 per cent 
discount, starts with the first of 
June, with 1 per cent less on each 
successive month’s dating until the 
net of the first of December is 
reached, it is always a good plan 
to take advantage of the earliest 
datings. 


sé7N ordering rubbers it is well 

to keep in mind the popularity 
of the woman’s foothold. The retail 
shoe merchant would do well to 
have a sizable stock of footholds 
accessible at all times of the year.” 
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Rayon Tassel Laces 
FB == We carry the most complete 
DRS mediate shipment that can be 
or PLAID EFFECTS. 
No. 103. 5/16 in. Tubular. 


line of these goods for im- 
Y fp SN COLORS to match the shoe 
No. 107. % in. Wide Fiat. 


Doz. Pr 
| op eae $1.05 
DE Micccvcdovs 1.20 
BF Wm. cccecces 1.25 


TOP QUALITY ONLY. Write 
for new Color Chart. Quotations to Jobbers and Shoe Manufacturers 
on request. 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 
of growing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


use. 
Make your stock of 

children’s shoes com- 
ventiarions Dlete by. ounding your 
r) oda 


PANTEO Phone Brockton 2133 
for immediate action. 
BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 



























As gifts for holidays or anniversaries 
nothing is more acceptable to women 
than a pair of beautiful boudoir slip- 
pers. Greeley. Boudoirs are a steady 
selling line the year around because they 
are handsome enough for any occasion. 
Let us send you samples of our new 
styles—with prices. 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 
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What Do You Want To Know 
About Shoes and Leather? 


The chances are 100 to 1 that you’ll find it in the fifth revised edition of the 


“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 16,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 





SHOE AND LEATHER LEXICON 


All the unusual terms used in the allied industries, as well as those in everyday 
use—defined and explained. And a wealth of other valuable material such as 
correct anatomical drawings of the foot; tables of foot and last measurements; 
standard carton sizes; systems of size marking; hosiery sizes; how to figure profits; 


standard size lengths; etc., etc. 


An invaluable book for everyone connected with the shoe and leather industries. 


The Price Is Fifty Cents . 
(Cash with Order) 


Boot and Shoe Recorder Publishing Co. 


207 South Street 


Boston, Mass. 
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What Is sare 


























Upper—From Baltimore, Henry Wyman shows his leading utility type of shoe that they have 
m doing exceptionally well with for the past year. 


Center—*“‘The Hunter” is a fair seller with Bokemier & Ono in Byers m but their “Knox” 


Colonial Pump of Kaffir Kid is the 





Lower—McKee’s Boot Shop in Fort Worth is stirring things up with this brown alligator 
shoe. It is featured as “a type of shoe for the women who drive their own cars.” 
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Covering the Entire Country in a Telegraphic Style 
Survey, Giving Positive Information 


G. TRUE, manager of the 
@ Royal Shoe Stores, Kansas 
City, reports that next to the blacks 
the cherry patents are favored but 
that demand is dying and rather 
rapidly. The market is being 
flooded with cherry and other col- 
ored patents and at the same time 
demand is falling off. One of the 
favored styles in the Royal stores 
is a 3-in. heel, short vamp oxford 
with a high tongue to take the place 
of the buckle.’ The tongue is aug- 
mented by a bow tie. This popular 
style comes in both black and 
cherry patent. Like all popular 
models it answers to a name, La 
Belle. It sells for $7.50. The high- 
er the heel and the shorter the 
vamp the better they sell. More 
than 75 per cent of them are blacks 
and of the blacks about 75 per cent 
are patents. 


ANDEL/’S shoe stores, Los An- 
geles, are featuring novelty 
shoes, both for afternoon and 
evening wear. For the afternoon 
darker shades, especially black 
patents with colored heels, predomi- 





nate. Cherry patents are also find- 
ing a ready market. Gold and sil- 
ver kids to be worn with or with- 
out buckles, for dress and semi- 
dress wear, are holding their own. 
The shoe that always finds a place 
in milady’s wardrobe is the black 
satin with the gold and silver heels 
and gold and silver trimmings. For 
the black satin slippers a very 
charming hand-made black satin 
bow piped with silver and gold to 
harmonize with the heels is made 
exclusively. for Mandel’s_ trade. 
Open shank shoes are going big, 
especially in the patent trimmed 
with black ooze, black satin trimmed 
with silver and patent trimmed 
with gold. 


E. NEWBOLD of the Smith 

@ Kasson Co., Cincinnati, says 

that semi-oxfords, meaning open 

work ties, have been exceedingly 

popular for street wear and gen- 

eral service and heels running to 

the 12/8 to 14/8 types. Patent still 

leading and will continue to do so 

until the new spring colors come 
in. 
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WHERE TO BUY 
Men’s Shoes 














“HIGHEST 


EAST WEYMOUTH. MASS. 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION =a SALES 


ry 
SHOES and RUBBERS 
Every Wednesday and Friday 








SHOE 
FOR MEN 
(P) M. A. PACKARD CO., Makers (P) 
BROCKTON —___., 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
HB. W. COOK, President 
Syracuse, N. Y., U. 8. A. 

MEN’S FINE SHOES EXCLUSIVELY 




















Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


_ SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetson 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 

















Bion F- REYNOLDS Com, 


BROCKTON, MASS. 
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WHERE TO BUY 
Children’s Shoes 











“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. ‘Ss. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 
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WHERE TO BUY 
‘Standard Shoe Materials 





est Virginia 


Made under the supervision of 
chemical and fibre experts. 


‘ Pulp Product Repartment 
: West Virginia Pulpé a Paper(ompany 











The One 
Wate 
eather That 
Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 











Colored 
Chrome 
Sides 
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What Is Selling 









































Left to right— 
Heggin’s in Des Moines featured this two eyelet pump in both patent and brown kid with 
cherry trim. The patents are going good but the action is slow on the kids. 

One of Volk Bros. good patterns. A smartly tailored pump that the women of Dallas are 
taking to quite readily at $12.50. 

A new oxford interpretation by F. E. Foster & Co., Chicago, in brown and black antelope 
that is leading with them. $22.50 for this model. 











A. REEDER, buyer for Wy- 
@ man’s, Baltimore, reports 
that for men heavy oxfords, brogues 
and semi-brogues are most in de- 
mand, due in a large measure to 
the fact that these are being fea- 
tured more extensively than are 
other types. Tans in the oxfords 
are being pushed for business wear 
and black for evening. Clarence 
Cobourn, manager of the William 
Hahn & Co. branch in this city, 
reports that business is good with 
the demand being centered on the 
blacks—black suédes, black satins 
and patent leathers. A _ steady 
movement in novelty oxfords, fea- 
turing novel trimmings is also re- 
ported. 


HE Peacock Shop, Indianapolis, 

in charge of Mr. Canning, is 
featuring brown and black suédes 
and has had some calls for grays. 
Satins tinted to match the gown 
are very good for evening. There 
is some demand for gold and silver 
kids and tinsel cloth. Jeweled 
heels and rhinestone buckles are 
very popular. Ladies’ pumps in 
black kid with lizard trimming are 
very popular with stylish dressers. 


OSLIN’S of Denver report a good- 
ly sale of silver kid pumps. 
These pumps are of the one-strap 
style and are scalloped around the 
top. Neusteters have been having 
an exceptional demand for evening 


slippers of the more expensive and 
artistic modes. A “Fascinette” 
sandal of gold kid and scarlet metal 
brocade, with intertwined center 
strap, at $21.50, is a model appeal- 
ing to the discriminating. Other 
models, ranging from $12.50 to $15, 
extremely attractive, of course, en- 
joy a wider popularity, satin opera 
pumps dyed to match the gown be- 
ing quite the vogue. The addition 
of rhinestone heels and buckles ap- 
peals to those with an eye for the 
ornate. 


LMORE KNOX of Knox & Knox, 
Auburn, N. Y., wires that an 
enormous call is being received for 
tans and blacks for the winter. In 
the spring we plan to display the 
lighter shades of tan, parchment 
color, rose-blush and gray oxford, 
with one, two, three and four 
straps, together with one line of 
high top shoes. 


AM H. BAILEY, buyer for Sewell 
Bros., Miami, wires: “Light col- 
ored kid is our best bet and whites 
are now coming in for their part as 
the tourist season is in full swing.” 


HE Watters Shoe Company of 

Buffalo, N. Y., reports that 
patent leathers, evening slippers 
and buckles are going very big at 
present. Fred Nearing, manager, 
states, however, that arctics, des- 
pite the cold, snowy weather, are 
selling but ordinary. Due to the 
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What Is Selling 
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Left—For formal wear by O’Connor as Goldberg. Note the scroll work on the heel 


vamp. 


Center—The inlay and heels of this evening slipper are of iridescent patent. One of 
the $5.00 styles Petot is showing in Pittsburgh. 


Right—A flesh satin model from Charles S. Stevens & Bro. in Chicago. F. Arthur 
Clark advises that it is not big. Tinted satins are falling off, while silver kid is the 
volume seller for evening slippers. 





big success of featuring colored 
kids after Jan. 1 last year, the 
Watters store right after New 
Year’s day will try to repeat last 
year’s business with the same fea- 
ture. Suédes, brown and black, are 
slowing down the sales in tans. 


M. WILLIAMS of Patton, Till- 
J. man and Bruce, Greenville, S. 
C., says: “We are taking a chance 
on light colored kids, water lily 
and contrasting shades, for the 
first of the year and early spring. 
The current demand is still strong 
for patent leather blacks, and, al- 
though we believe they will give 
way temporarily to the lighter 
shades, we expect them to come 
back strong after the light kids 
have had their run. Cherry patent 
leathers in somewhat fancy designs 
are showing strength now, but we 
believe this demand is a flurry that 
will be short lived. The trade still 
wants high heels with straps. 
Pumps are moving slowly and have 
been something of a disappoint- 
ment. In the extremely high grade 
shoes we are selling colonial pumps 
for street wear. At this season our 
sales in evening slippers always 
pick up, this year silver kid com- 
bined with paisley cloth predomi- 
nating in the calls.” 


INKELMAN’S Philadelphia 
store is featuring colored 
suédes. The shoes, artfully de- 





signed and smartly trimmed one- 
strap, are being offered at $10. 

Steigerwalt’s Boot Shop is spe- 
cializing on an open shank sandal 
of silver brocade, arched to display 
the foot to the best advantage. Ac- 
companying the special is the offer 
of a dainty black satin slipper bag 
with a novel zipper method of 
opening and closing. The slippers, 
which are silver kid trimmed and 
have a 2-in. silver kid covered heel, 
are being offered at $20. The slip- 
per bags are being sold at $3.50 
per pair. 


ESS of Baltimore reports that 
black suédes continue to reign 
in popularity. Patent leathers and 
satins, while not as strong as black 
suédes, are selling well. Brown 
suédes, gun metals and dulls con- 
tinue to vie for second and third 
choice among the patrons of this 
exclusive store. 

At the exclusive women’s shoe 
stores, black and brown suédes, 
satins, patent leathers, gun metals 
and dulls are selling best for $8 to 
$15, with the best range being $10 
to $12. In the reptilian grains, 
those selling for $12.50 to $18 are 
most in demand, with the best 
movement in the $12.50 to $15 
grades, in the real alligator and 
lizard, while in both imitation alli- 
gator and lizard the $10 grade is 
moving best. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








IN STOCK—One Strap, Black 
Kid, D width. 
High grade 
bench made 
turns with 
rubber lift. 











THE DAVID SHOE MFG. CO. 
129-135 W. Central Parkway, Cincinnati 





Novelty Slipper Co. 


Makers of 
Beudoir Slippers of the 
121-181 West 19th Street 

New York City 











fe otek, “Vi, 


The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 

















PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


t $24.00 per doz. and Up. 








PTDw Le ALD Lo 
| ‘al oa i ti I 


NE Be 


pope wey 


75 Front St. 
ew York 
ili 


Came 
VDJMtT a 





WHERE TO BUY 


Miscellaneous 
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ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LiBerty 8673 














America’s Favorite 
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WHERE TO BUY 


Women’s Novelties 


Rose Blush 


for the new year. If you 
want a “money making’ 
line—send for samples now. 


Samuel Cohen Shee Coe. 
72-82 Lincoln St. 





i id 





Latest Styles at 








Popular Prices 
S Always in Stock. ~ 
143 ST.~NEW YORK CITY 
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WHERE TO. BUY 
| Ballet Slippers 
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What Is Selling 



















Lower left—Park-Brannock fits children’s feet correctly with “‘Toe-Trainers.” 


Cantrasting 


trims in smoke and coffee are showing good activity. 
Top left—The heavier types of grain finished leather shoes for boys priced at $6.00 and 
RJ) 





$7.00 are decidedly p l 


P 


in i e with Hess & Son. 


Right—A similar story comes from Gould, Lee & Webster, whose Scotch grain boy’s 
brogue is shown. 


January 1, 1927 











LYONS AND COMPANY 
Hand Turn BALLETS 
Wo'’s. Mise’. Ohd’s. 
. $1.60 $1.45 $1.40 
Also Hard Toes 

IN STOCK 

Bend for Samples 
128 Duane St. 
New York, N. Y. 













Sett 
_ | Misses’ 





EW 
and 
improved 
Tee: Child's $1.:5; 


5 omen’s 
1.25. Hard Tee: Child's 
; Misses’ $2.30; 





Metropolitan Slipper Os. 
i 134 W. B’way, New York 
Bamples on Request Everything In Silppers 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
8102 Bik. Glazed Kid, Soft Toe 
Child’s 6 to t1—$1.35 
Misses’ 11'/2 to 2— 1.40 
Women’s 2'/2 to 8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 













! 


IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
























In evening shoes at these same 
stores, the price range is greater, 
selling in various styles of silver 
and gold kid, silver and gold bro- 
cade, strap slippers with high and 
junior heels, mothér-df-pear] kid in 
beige, orchid, silver or gold tones 
in many patterns, from $10 up to 
$27.50, with the $13.50 to $20 sell- 
ing best. 

At the leading department stores 
the price ‘ranges in which the lar- 
gest volume of business is being 
done, varies very little from those 
prevalent at the exclusive stores, 
in both shoes for street and evening 
wear. 


HE Wilbert store, Cleveland, 

has introduced a pump of sil- 
ver kid with center strap and open 
shank, trimmed in a narrow -hand- 
painted design. Silver and gold 
kids with colonial tongues and 
hand-painted designs, have proved 
to be good sellers in evening wear. 
Higher tops are getting the call now 
in this line. Very narrow straps 
with novelty buckle effect are gain- 
ing in popularity. Paisley operas 
are shown in fifty: different colors 
at the Wilbert store. 


The Maison Maurice Co.’s new 
store reports that blue kid has re- 
ceived a heavy call from the smart 
well-dressed woman - of today. 


Brown and cherry patents have 
been moving fast and cold weather 
has sponsored a stronger tendency 
in this direction. These two items 
have been wideiy sought by those 
who wish to match fur coats and 
footwear. 


B. MARSTON, in charge of the 
J @ ladies’ shoe department of 
Rosenbaum’s_ Pittsburgh, says: 
“We are selling patents more than 
anything else, some reptiles and 
reptile trims, a great many satins, 
and as for color tans. Al- 
though we do not- make much of a 
specialty of them, we are selling 
quite a few boudoir slippers.” 


ATENTS, in various colors and 

trimmings, short vamps and 
spike heels, are the favorites in 
women’s shoes in the leading shoe 
stores of Dallas. The prevailing 
colors are chérry, wine and rose 
tints,“ while the trimmings most 
favored are reptile. The turn to 
short vamps seems to be almost 
complete. But few places display- 
ing the latest in ladies’ wear show 
anything but the short toes. In 
some instances the toes are almost 
square. : 


ANGER BROTHERS’ leaders 
are patents in black, rose tint, 
cherry and wine with reptile trim- 
mings and trimmings in leather of 
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What Is Selling 











Right—“The Windsor” has a good steady sale in Kansas City by the Robinson Shoe Co. 
Black leathers have jumped into first place almost overnight. 
Upper left—David O’Berry wires from Miami that medium and light shades of tan calf made 
over “The Hotspur” last is his best bet just now. 


Lower left—A light weight black shell cordovan with light flexible soles is the dance oxford 


that Claflin of Philadelphia is featuring. 











other colors.” Here short vamps 
and spike heels are the vogue. The 
Rose Marie Shop says colored pat- 
ents with reptile trimmings, short 
vamps and spike heels are the best 


sellers, while the Slipper Shop says, | 


in addition to colored patents, there 
is a good demand for tan calf with 
reptile trimmings. Here vamps are 
short and heels high. Few. orna- 
ments are being sold for decorating 
ladies’ shoes, these stores said. 


HE Cinderella Boot Shop says 

its leaders for the present are 
shell gray kid with sides of checked 
ginghams, cherry patents with kid 
to match, dull black, with dull kid 
and satin with black moiré. Here 
the toes are short and round and the 
heels high. 


EIMAN-MARCUS COMPANY 

finds colored patents with rep- 
tile and patent trimmings the best 
sellers. The vamps are short and 
the heels high. 

Here and there some lace side 
oxfords are attracting attention 
and occasionally a unique design of 
step-ins is sold readily. As a gen- 
eral rule, the women are leaning 
more to kids and patents in varie- 
ties of colors and variety of trim- 
mings. 





ovens men ‘are demanding 
tans, light and dark, wide 
toes, extension soles and .fancy 
trimmings in ‘stitching’ or ‘open 
work leather,’ ” says one of the big- 
gest shoe houses in Dallas, “and 
the older men are following the 
styles of the younger set.” 


M. KAHN & CO. says tans in 
@ low quarters, calfs and grain 
are the best sellers—and to get in 
the “‘best seller” class the designs 
must be short, stocky, with heavier 
soles than a year ago. Some high 
top shoes are sold, but the ratio is 
about one high to four low shoes. 


ANGER BROTHERS say their 

best sellers are tans with at- 
tractive wing tips and perforated 
toe designs. Here again the toes 
were wide and the soles extended. 
New shades of tan find immediate 
favor, the store says. 


OLKS says low quarter tans, 

in any shade, are best sellers. 
Volks also finds the wide toes and 
extended soles, the perforated toe 
and side designs and fancy stitch- 
ing for trimming appeal to practi- 
cally all classes. Some black shoes 
are selling, but the ratio is four to 
one for tans. 
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WHERE TO BUY 


Shoe Ornaments 

















MAZER BROTAE 
Newest Importations 
Cut Steel and Rhinestone 


SHOE ORN, 
Studded Heels ~ 
6°8W32ndSt.New 
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WHERE TO BUY 


Store Fixtures 
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GOODWINDOWS 








W. M. Benesch Dead 


BALTIMORE (UTPS)—Stricken sud- 
denly with pneumonia, William M. 
Benesch, president. of Isaac Benesch & 
Sons, 549-567 North Gay Street, died 
at Sinai Hospital: Funeral services 
were held at the home of his son, 
Jerome M. Benesch, and burial was in 
the Baltimore Hebrew Cemetery. The 
pallbearers were prominent business 
men and associates, among them being 
Isaac S. Hess, president of Hess’ ex- 
clusive Shoe Shop, 8 East Baltimore 
Street. 
' Mr. Benesch is’ survived by his 
widow, Mrs. William M. Benesch; a 
son, Jerome M. Benesch; three broth- 
ers, Aaron, Arthur and Jesse Benesch; 
two sisters, Mrs. Jacob Gomprecht, and 
Mrs. Reuben E. Ottenheimer and two 
grandchildren. 

Isaac Benesch & Sons is one of the 
largest department stores of the city, 
and carry complete lines of men’s, 
women’s and children’s shoes. Mr. 
Benesch was 57 years old, and was the 
son of the late Isaac and Mrs. Fannie 
Laupheimer Benesch. 


Feldman to Add Shoes 


BALTIMORE (UTPS) —Jacob Feld- 
man, who operates a clothing store at 
927 West Baltimore Street and a fur- 
niture store at 1104 West Baltimore, 
will open early in 1927 a new depart- 
ment store at Baltimore and Collender 
Streets, which will be known as Feld- 
man’s Department Store. In this store 
all departments of regular department 
stores will be maintained, including a 
shoe department, in which will be car- 
ried complete lines of men’s, women’s 
and children’s shoes. 
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Start the New Year Right 


and Get 100% Value 
from 
Your Display Windows 
in 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 


Orders Mailed Now Start with January Cards 






4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) 
- $400 
8 CARD INSERTS EACH MONTH e Vey month 


50 BLANK PRICE TICKETS 


Double Service: 6 Frames and 12 Cards per Month . - $4.00 Per Month 
















We 
dren’ 


We 


copy 








ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 
Recorder Show Card Service. j 
cies 189 West Madison St., FOR COMPLETE AND ACCURATE 
Please our order for STOCK RECORD KEEPING 
ied ot fe ee 
to pay you $8.00 per month for ‘this Mailed Postpaid on Receipt of 


an Your Check 


carry Men’s, Women’s and Chil- 
s Shoes and Hosiery 


(Cross out lines not carried). $ 
qs — (Grey) (Bronze) Mat 50 
board fra 
tte 


Letter our name on the mats as per 


attached to this coupon. 


at a Rg NEN THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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New Idea 
in 
RUBBER 
FOOTWEAR 


merchandising 


in 1927 


Better wait for our salesman 
and see what it is! 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Se ee Oe Ee Oe Sees 207 South Street, Boston, Mass., 
on Monday of the week of advertisements be published 
Otherwise insertion 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five dollars 


per inch. Allow 45 words to an inch 


in order that 


will be put over to the following week’s issue. 


When advertisers desire answers to come in our 
twelve words must be allowed for address. 


vertisers 





each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


same week. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SHOE SALESMAN WITH RECORD 


Nationally known manufacturer of men’s shoes has several established territories open 
Jan. ist. a 


To men of ability, this is a rare opportunity. Only salesmen with established trade and first- 


class record need a 


pply. 
Write us freely, ‘tt will be held strictly confidential. Address C-546, ¢</o Boot & Shoe 


Recorder, 207 South St., Boston, Mass. 








WANTED 


By one of the largest and best 
known manufacturers of Boys 
and Girls McKay and Welt 
Stitched Shoes. About eight 
salesmen to cover the entire 
country selling case lots to the 
Chain and Department Store 
Trade. Wonderful opportu- 
nity for the right men; liberal 
commission; prices very com- 
petitive. State territory you 
have covered and references, 
in first letter. All replies 
strictly confidential. Address 
C-563, care Boot & Shoe Re- 
corder Pub. Co., 207 South 
St., Boston, Mass. 














Jobbers 
Attention! 


A Belgian manufacturer of high 
grade shoes to retail from $5.00 to 
$8.00 desires to connect with reput- 
able American jobbing house that 
has a large: clientele, and would 
handle the’ goods for their own 
account. Sample shoes now in 
New York. 7 
For Particulars Write to 


LOUIS DUYSTERS 
31 Union Square, New York, N. Y. 


Salesmen Wanted 


to represent the Selwel Shoe Co., Inc., 
known throughout the United States. We 
have open territories in different parts of 
the country. We desire real live shoe 
salesmen, with an established trade, cater- 
ing to women’s up-to-the-minute novelties 
carried in stock to sell at popular retail 
prices. References required. 


SELWEL SHOE CO., INC. 
132 Lineoin St., 
BOSTON, MASS. 








Can You Sell 


BOOTS? 


If. so, there is an unusual opening 
for experienced and aggressive 
salesmen. 

We want representatives in Ala- 
bama, Mississippi, Louisiana’ and 
Texas, whole time or part time. 
We will extend drawing account 
to right men. Our boots are in 
demand in these states. We make 
boots especially adapted to that 
district. Apply at once. Address 
C-566, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 

















ADIES’ SHOE SALESMEN WANTED to 

carry as a side line, on commission, our 
large rhinestone buckles. This is an excellent 
opportunity to increase your income. Corre- 
spondence invited from responsible salesmen 
eenraing line carried and territory covered. 
Strictl ly confidential. Write Kassel-Shaff, Inc., 
2230 Eighth Avenue, New York City. 


Salesmen Wanted 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Alabama, Arizona, 
California, Colorado, Indiana, New 
Mexico, North and South Dakota, 
West Virginia, Wisconsin, Wyom- 
ing. A complete line of women’s 
medium-priced real hot novelties 
all in stock. References must ac- 
company applications. Liberal com- 
mission, and wonderful opportunity 
for right men. Address C-552, care 
Boot and Shoe Recorder, 207 South 
St., Boston. Mass. 











RESIDENT and road salesmen to carry na- 
tionally known, popular priced line of Turn 
boudoirs (leather soles) and soft and hard toe 
ballet slippers. In stock. Choice two to eight 
samples. Address C-557, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





RARE OPPORTUNITY—We are changing 
representatives in the following States in 
which we have established trade: New York, 
Maryland, Delaware, Ohio, Illinois, Missouri, 
Minnesota, and Western Wisconsin, North and 
South Dakota. Want men to carry our line of 
In-Stock leather house slippers, as side line. 
Must live on territory and cover same close by 
auto. Give full particulars in first letter. No 
drawing account, monthly settlements against 
orders received. Twenty men now successfully 
selling line. Easiest selling commodity in shoe 
game today. Maid Rite Corp. (manufacturers), 
35 York St., Brooklyn, N. Y 





SALESMEN. WANTED: Real producers in 
the following territories; Minnesota, New 
York, Pennsylvania, Michigan, Ohio, Indiana, 
Iowa, Nebraska, Montana, Kentucky, Texas, 
Arkansas, and Louisiana. We are manufac- 
turers of one of the oldest lines of work shoes 
dress oxfords and shoes—a real QUALITY 
line—BIG commissions paid to the right man 
—established territory—only live wires need 
apply. Address C-539, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 





WANTED—Salesmen with established trade 
to ——— us in Indiana, Kentucky and 
Eastern Tennessee, Michigan and Colorado. 
Prefer“men who reside and have headquarters 
in larger cities in these states. Line consists of 
fast selling women’s novelty McKays, priced at 
$3.50 to $4.50. Liberal commissions and won- 
derful proposition for men of proven ability. 
References must accompany application, other- 
wise will not be considered. SHU-STILES, 
INC., 1330 Washington Ave., St, Louis, Mo. 





SALESMEN for Oklahoma and Texas, also 
Pennsylvania. Address Bradford Shoe Com- 
any, Columbus, Ohio, or see R. R. Ratcliff, 

orrison Hotel, Chicago, January 4th to 7th. 





WANTED salesmen to carry line of infants’ 
soft soles and moccasins. Commission 10 
per cent. Established trade in New England 
territory. Address C-568, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 
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SALESMEN WANTED POSITION WANTED WANTED TO PURCHASE 








hor nemagy ol a ee fe os all = CASH ee ae 
leather first step shoes and stitchdowns for entire shoe stocks e also y 
2/11; all in stock; novelty, pular priced EXECUTIVE your surplus or slow sellers. uantities 
qua eee pe ey AIZE SHOE SHOE no Rape. Bone or ws e. Chest 
co » Rochester, N. Y. MERCHAN i term en your han 
= ? : Wire or phone us. eee 
SALESMEN wanted for retail trade to sell Wants to connect with some organization confidential. Established 1890. 

line of women’s fancy turn shoes on com- who is finding it difficult to make money. MAX GLAUBERG 
mission. Address LOWELL-THOMAS SHOE This man has a very broad knowledge of 436 Grand Street, New York City 
CORP., Newburyport, Mass. the shoe business, and its difficulties. A We also purchase clothing, hats, fur- 
wonderful organizer, a stylist and a nishing goods, etc. Dry Dock 0353 
ESIDENT salesmen wanted to sell a real hot MERCHANDISER. An asset to any shoe 


li ‘ i novelties on com- Personality, forceful. Ad- 
Hine of women's low pelved. seve dress C-565, care Boot and Shoe 


mission basis. State in first letter territory de- 
sired and references. Aronson Bros. Shoe Co., Recorder, 207 South St., Boston, CASH PAID 
213 Essex St., Haverhill, Mass. Mass. 

ALESMAN—Manufacturer of well known for entire shoe stocks or us stocks 
S line riding boots and puttees, wants travel- of shoes or other merchandise 
ing man, —s . —- as quantity. Prompt attention given. 
care Boot and oe Recorder, 9t oor, f 
W. 39th Street, New York, N. Y. F OR SALE KIRSCH BLACHER co., Inc. 

622-624 Broadway, New Yerk, KH. Y. 

SALESMAN for Colorado, Utah, Wyoming, LD ESTABLISHED shoe business for sale Phone Spring 1443 

Montana, Idaho, Washington, Oregon, Kan- in Toledo, Ohio, doing $45,000 annually. 
sas and Missouri. Children’s Turn and High Will Sacrifice. Address C-529, care Boot and 
Grade Stitch-downs. 100 styles in stock. 7% Shoe Recorder, 207 South St., Boston, Mass. 
straight commission only. ant = with . 
—. — Fn gg veil sate M°st wonderful cqpertunlty for shoe man be: . Sell Us Your Left Over 

7 “a : uy a growing shoe business in a town 0 
MANUFACTURER of women’s fine turn 12,000 population, needing little cash as owner New York Export Purcnasine Corp. 


is interested in salesman catering to cannot attend to the shoe business, owning a : 
the wrod ede. “Comelate or side line. Lib- department store in same town. Would like 596 Broadway, N. Y. City 


i An i . -542, to close transaction before the first of year. ‘ 
ae eres on Recondnn 239 We 30th St, Address C-561, care Boot and Shoe Recorder, Or Entire Stock for Cash 
Sth floor, New York, N.’Y.— 207 South Street, Boston, Mass. 
















































































LINE WANTED HELP WANTED STORE SUPPLIES 


WANTED first class shoe clerk at The Ben- 
nett Davis Store, Titusville, Pa. Must 


ay LINE WANT ED ¥ have good references. a i Milbra d t 
Ladders 


quaintance among the country’s leading 
made for 40 years 


wholesalers of shoes desires manufacturers STORE SUPPLIES 
=| by the original in- 


line for representation. Has large follow- 
ventors. 
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ing and can ot the highest references. 
Address -562, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 
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Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Ter 


Sales Executive 


My experience in selling and directing 
the sales of men’s shoes has been such as ' j P : : ‘ ° 
to warrant offering my services to some i i F sa Milbradt 
manufacturer who is looking for an able, 7 ; é s: Manufacturing Co. 
aggressive man to undertake the distribu- i ae 7a 2416 No. 10th Street 
tion of his product, A line of men’s shoes - - 
is preferred. My record is a good clean 7 : ST. LOUIS, MO. 
one throughout and I can furnish the best 
of references. For further particulars, 
Address C-567, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 


x 
anette 


at 
. ) 























Or eeet the gettin ye" pd present e 
B @ € t i 
partner the services of a high powered salesman o WI N DOW | 
orou milia t t! i ‘ 
the State. of. Florida ore ‘oie y Bm , DIS PLAY FIXTURES | 
lines. Formerly of Kornman & Sawyer, Nash- | 


ville, Tenn. Address C-569, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


4nade by | 
SALESMAN with experience in handling | it SONS 
Brooklyn Turn or McKay novelties. Greater 


New York territory preferred with good refer- ESTABLISHED = tw 














ence. Would consider a good welt: line of 


stouts and arch supports. ress C- care . | 933 ARCH ST. 
Boot and Shoe Recorder, 9th oor, 20 W: 39th : LA B E ¥, S | PHILADELPHIA, PA. 


Street, New York, N and 


ANTED line of in-stock ladies’ medium or 
W ge bcfced. noxeltios Pp carry - se SHOE CARTONS | ARE BUSINESS GETTERS 
ine. for ort rolina. ave establishe 
trade. Address C-564, care Boot and Shoe Re- EXCLUSIVE BUT NOT EXPENSIVE TAL 1G ws 
corder, 207 South St., Boston, Mass. SAMPLES UPON REQUEST “ SEND FOR CA 4 
SALESMAN, experienced, soliciting the whole- ~ 

salet, department stores and chain stores 
would like to connect with a good factory mak- 
ing medium priced children’s Goodyear welts, : 263-271 LEXINGTON AVE , BRODKLYN. NY 
Puritan welts or turns. Orders case lots only. AMERICA’S GREATEST 
Territory Greater New York. Best references. SHOE CARTON & LABEL MFCS 
Commission basis. Address C-559, care Boot 
and Shoe Recorder,. 9th: floor, 239 W. 39th 
St. New York, N. Y. ; 
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MERCHANT NEEDS 


MERCHANT NEEDS 





Improved 
Featherweight 














ICE CREEPER 








STORE SUPPLIES 


WOVEN 
FN =) BS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34 7T4 ST. N.C. 
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Cincinnati Stores Did 
Big Holiday Business 


' CINCINNATI — Cincinnati merchants 


in meral report a very successful 


holiday business. The fair weather, at 
times cold, aided the shoppers, and 
December has shown a marked increase 
in sales. Most stocks have been well 
depleted. At times less demand was 
shown for shoes, but the demand for 
evening slippers was well maintained. 
Men’s slippers in green and red were 
readily sold, showing that the men are 
becoming familiar with the new styles 
for house wear. Local buyers are get- 
ting ready for the Retailers Style Show 
in Chicago and nearly all the stores 
will be represented. 

It begins to look like a brilliant sea- 
son for brilliants. Evening slippers of 
brocade or satin are trimmed with tiny 
rhinestones, which act as borders on 
the ankle straps. These white or col- 
ored stones are sold by the yard in the 
art sections of department stores, and 
since they are sewed upon cords they 
are easily attached to slippers. 


Off for Florida 


East WEYMOUTH, Mass.—Horace R. 
Drinkwater, treasurer of Edwin Clapp 
& Son, Inc., and president of the Bos- 
ton Boot and Shoe Club, left here on 
Dec. 20 with his daughter Eleanor and 
son Albion, for Florida. 


MONEY MAKER !! 


FOR THE DEALER 


A big seller when icy weather comes. Retails at 
50 cents. Made in 3 sizes. 
or rubbers. 
No. 3—for men’s shoes and lumberman’s boots. 
Apply to your jobber. Price $4.00 per dozen. If 
ordered direct from us will be sent C.O.D. 


CHURCHILL MFG. CO. 
278 Thorndike St., 


No. 1—for cuban heels 
No. 2—for ladies’ shoes or overshoes. 


Lowell, Mass. 


Looks for Trade Growth 


CLEVELAND, OHIO (UTPS) — Shop- 
pers are increasing along Prospect 
Avenue, according to Sam Hinckley, 
manager of The Daniels Shoe Co. store. 
Cleveland’s downtown shopping district 
and Euclid Avenue have always been 
linked together. However, Mr. Hinck- 
ley believes that the tendency is grow- 
ing away from this. People are be- 
ginning to avoid the Euclid Avenue 
throngs and patronizing Prospect Ave- 
nue stores more than ever. Recent 
building projects in this section will 
tend to increase its drawing power. 

Mr. Hinckley believes that colors 
will be in big demand in the near fu- 
ture. He says that the possibilities in 
this field are great. People buy the 
more conservative shoes only when they 
are needed, but colors are purchased 
freely as styles come and go. 

Mr. Hinckley has been in charge of 
The Daniels Shoe Co., 719 Prospect 
Avenue, for a little over a year, prior 
to which he was connected with Stix 
Baer & Fuller at St. Louis, Mo. 


Gave Away 10,000 Pairs 


PrttsspurRGH (UTPS)—Holbrook & 
Petty, proprietors of the Stetson Shop 
and Petty’s Bootery, both of which are 
located in the Jenkins Arcade, play 
Santa Claus to the poor of Pittsburgh 
every year, and this year was no ex- 
ception; for ten thousand pairs of 
shoes were distributed to the poor 
through charitable institutions on New 
Year’s Day. 

Last year eight thousand pairs of 
shoes which were obtained from cus- 
tomers, who were given two dollars a 
pair for their old shoes which were re- 
paired in Holbrook and Petty’s Repair 
Shop, when buying a new pair. 

This year the popularity of the event 
made it possible for the number to be 
increased to over ten thousand pairs. 


Indoor Parking Service 


RocHEster, N. Y. (UTPS)—wWilliam 
Eastwood & Son, operating two stores 
on Main Street, has inaugurated an 
indoor parking service for the con- 
venience of customers driving to the 
stores. Arrangements have been made 
with a nearby garage which provide a 
half hour’s free parking for Eastwood 
patrons. The customer merely has to 
present a parking check at the store 
and have it O. K.’d to take advantage 
of this convenience. 
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Team Work in the 
“Shoe Game” 


Pulling Together Is Just as Im- 
portant in the Shoe Store as on 
the Ball Field 


SELDOM 

speak of the 

shoe business as 

e “Fame. I 

never say that I 

am in the “Shoe 

Game.” It is no 

game. It is seri- 

ous business. 

But just this 

once I am going 

to compare the game of baseball to 

the shoe game. Now that the season 

is over and the world’s champions 

are strutting their stuff, we can look 

back over the history of 1926 and 

see why certain teams won and 

others lost. Its all a case of team 
work. 

I get a great kick out of baseball. 
It’s the real he man’s sport. But I 
have very little time for the Big 
Stars who are always playing to the 
grand stands. Those home run chaps 
are great drawing cards I know, and 
they swell the gate receipts. But 
they don’t help so much in winning 
pennants. I notice that home runs 
usually happen when there are no 
runners on base. 

Give me the steady, consistent 
player who goes right along playing 
to win, teaming up with his buddies, 
obeying orders from the bench or 
captain, sacrificing when told, lay- 
ing down a bunt instead of trying 
to whale out a homer, giving the best 
he has to advance the runner—that’s 
the boy who helps to win pennants. 

So it is in the shoe game. The 
“Star Salesman” who grandstands 
around the store, knocking off big 
books, bragging about them, and 
pulling down a big lot of P.M.’s, does 
not get so much admiration from me. 
I like to see a man do a good job of 
shoe selling but I’d rather think of 
him as doing a better job of shoe 
fitting. I like to see a salesman will- 
ing te make a sacrifice once in a 
while. 

And, more than that, I like to 
think of our sales force as the best 
little bunch of cooperators ever. 

One of the plays I like to see made 
is the one where one salesman helps 
another to advance the sale. He 
pitches in and helps the other boy 
with all his might. He forgets 
everything except that the customer 
must be properly fitted and pleased. 

By Uncle Dudley. 
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Use this COUPON 


S 
for Catalogs 
and Literature 


on 
Store Equipment 
and 


Specialty Merchandise 


The Western Service Depart- 
ment of the Boot and Shoe 
Recorder furnishes gratis to 
subscribers information and 
suggestions on matters of store 
equipment and specialty mer- 
chandise. 


To dealers checking the 
coupon at side catalogs and lit- 
erature will be sent by some of 
the leading manufacturers of 
the articles specified. 


(C) Autographic Sales Regis- 
Sekar Sram 
ookkeep ystem 

OC Store Front Construction a tad se i Devices 
CL) Show Cases O y 
C Counters C Repair Equipment 
C) Shelving 0) Play Room Equipment 
C Store Ladders CZ Carton Labels 
CJ Seating CF Literature on Leather 
C Fitting Stools 0 The Hosiery Survey 
OC). Window ting CO For Men 
CJ Interior ting 0 Adv —] For Women 
C)] Permanent Backgrounds CO For Men 
1 shoe Display Fister, ()Souveniee) [For Women 
ies Feu C For Children 
1) Color Reflectors Merchandise 
C] Floral Decorations C0 Hosiery (state kind) 

Special Backgrounds (C Arch Supports, metal 
fo) — OO Arch Supports, non metal 
2 Pillows C0 Shoe Dressings 

(C0 Shoe Ornaments 


To aid in finding just what you [Shoe Trees 


want, please inform us as fully 
as you can regarding your re- 
quirements. 
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Address Shoe Store Service Dept. 
Boot and Shoe Recorder 


189 W. Madison St. 
Chicago, Til. 


12/25/26 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHoE Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


HURRAH FOR 1927 AND PROFITS..... Eager for Greater Pairage..... 11 
THE PATH OF FASHION............ ee ee ee eee 12 

Where, When, How and Why 

Fashions Originate? 
THE VOICE OF THE RECORDER....... Opinions of the Editor......... 14 
SEASON OF CONVENTIONS........... Chicago and Boston........... 16 
NEWEST FASHIONS SHOWN IN SouTH Colors and Materials........... 17 
ArT Brincs NEw APPEAL TO ANKLES The Latest in Patterns......... 18 
A COMPIBIE STORB......ccccccecs Dobyns Footwear .........+.0+. 20 

Shoe Store, Bobbing Shoppe, 

Beauty Salon and Broadcasting 

Station 
Ir It CRAWLS—IT’s STYLEFUL...... A Reptilian Review........... 22 
Wit, KNIGHT—THE SHOW MAN.. A Veteran Follower of the Style 

Portland’s Genial Host RO ee ae ee 23 
COLONIALS CONFLICT WITH CoLoRS.. That Extra Dressy Pair....... 24 
SOLVING THE PROBLEMS OF THE 

FAMILY SHOE STORE.......... James Moorhead .............- 25 

O. P. I. (OTHER PEOPLE’S IDEAS).. Harry’ R. TervrRune. . 2. csccccccs 26 
SHOE MERCHANTS’ NEWS.......... What’s Doing in the Trade..... 38 
SHOE MARKET NEWS...........-.. Among the Manufacturers...... 44 
WHo’s WHO ON THE ROAD...... Soe OD ea ee ee 49 
MVUAT TH BIRANGT. 00 ic civccece Pp ee) ere 55 


Quick Live Information on Fast 
Moving Shoes 


OTHER REGULAR FEATURES 





GETTING MORE 
SHOES SOLD RIGHT 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 
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A buying guide to 


Berkshire Footwear Corp., Holliston, Mass. 50 
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HE National Shoe Retailers’ 

Association’s Convention in Chi- 
cago, reported on the spot and so 
vividly that you will think you were 
present. What is accomplished by 
merchants collectively in buying, se- 
lection of colors, materials, patterns, 
and what they hope to accomplish in 
profits and prestige. A true picture 
of future possibilities of industrial 
progress. 



















E story of a young merchant 

who sold $3,000 worth of buckles 

in ten days, 10,000 pairs of zippers 
in ten days, 100,000 pairs of slippers 
in December. And this chap carries 
staple patterns as long as three years 
if necessary, and carries novelty pat- 
terns as short as three days if neces- 
sary. We tell you how he does it 
through the observing eyes of O.P.I. 
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The term “‘Combine” is ap- 
plied to this labor-saving 


machine which combines ~~ 
the work of harvesting and 
‘thresh 
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Harvesting brings to the mind of most of us a laborious Navy 
task with scythe and pitchfork—a method which today’s x % 
as 
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demand for grain has made as obsolete as the old means of Nien Sl 
gaining business information by word of mouth. \ ‘ 
Gigantic “combines” do today’s harvesting, and verbal . 


business information has died a natural death. . 


To properly gather, to sift the grain from the chaff and 
to present the kernel of pertinent business news requires 
gigantic “combines”. Moreover, it demands organizations 
of men who are specialists in their field, who consider news 
from your point of view and maintain the highest standards 
of business ethics in all phases of their work. 


This paper, a member of the Associated Business Papers, 
Inc., is such a “combine”. It can render you invaluable 
service providing you read it regularly and reap full benefit 
from its information-laden pages. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N. Y. 











An association of none but qualified publications reaching the principal E39 
fields of trade and industry. 
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In This Issue 


Month end specials build big hosiery business 
in California shoe store, on page 78. 
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HOSIERY SECTION 


No. 512 is a striking new three color combination in 
pure silk and Rayon. It shows a new fancy plaid COLORS 
pattern and has a mercerized top with the regular Tan Bark 
long wearing Iron Clad heel and toe. Sizes 9 to 12. rey. 
Russian Tan 
Poudre Blue 


$5.50 Dozen With overplaids of 


i hades. 
Send today for a sample % dozen. ns an eae ae 


Cooper, Wells & Co. 250 Broad Street, St. Joseph, Mich. 


Mills at Albany, Alabama, and St. Joseph, Michigan. 
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Finery Leaped to~ 
Fame with a Hop, “ii. 
Skip and a Jump! ™& 


| pte peel progress is an outstanding 
achievement. The greatest mer- 
chants — the shrewdest buyers — have 
pronounced Finery’s Services unique 
and genuinely helpful. 


But distinctive selling-twists alone are 
not responsible for this livest of lines. 
Foremost, Finery Hosiery is wonder- 
ful merchandise! 


Styled to follow the trend of the times, 
priced oy ares to effect an easy sale, 
these full-fashioned stockings are 
made to go home and make good. 


In 1927 we’re doing a good sized 
educational job to the consumer. And 
our story has proved its pulling power! 


Surely Finery has “something on the 
ball” and that something is worth in- 
ene though you may 
not be ready to “switch” right now. 


Thesenew numbers 
will blaze new 
paths to volume! 


No. 35 O. S. Outsize 
Chiffon. Reinforced 
top and feet. Retails 
profitably—at $2. 


No. 400. Black Heel 
Chiffon, with Step- 
Toe, Sandal Sole. In 
three popular dark 
shades only, forextra- 
sheer all-black effect. 
Retails profitably at 
$2. Wich all services! 


No. 500. Super-Sheer 
Chiffon, with speci- 
ally constructed foot. 
All colors. De Luxe 
quality—to sell at $3. 


No. 600. Same style 
in dark colors with 
black heel for all- 
black and ultra-sheer 
effect. Retails, $3.25. 


FINERY Gano HOSIERY 


FINERY SILK STOCKING CO. Inc., Main Office: Third Ave. at 87th St., New York 
Mfg. in our own plants at Philadelphia and Clifton,N. J. Branch Offices : Cleveland, Atlanta, Chicago 
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HOSIERY SECTION 


The Super Style 
Of All Clox and Fancies 


The Only Standard Style 
Clox 
that will neither fray nor tear 


HIRNER HOSIERY CO. 


Main Office 
ALLENTOWN, PA. 


New York, N. Y. Office: E. W. Robischon, 
389 Fifth Ave. 

Philadelphia, Pa. Office: R. H. Aucott, 
Queen Lane National Bank Bldg. 

Columbus, Ga. Office: T. J. Fleming, 305 
Third Nat’l Bank Bldg. 

Chicago, Ill. Office: Gale V. Smith, 408 S. 
Wells St. 

Cleveland, Ohio Office: Fred A. Smith, 1426 
y. 3rd St. 


Style 901—Exclusive patterns in Vertical 
designs. 15 color combinations. Delivery 
Feb. 15th. 


DOLLAR RETAILER 


Style 951—Military Clox. 
15th 


nations. Delivery Feb. 
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ILITARY CLOX 





10 color combi- 


DOLLAR RETAILER 








DAY-TO-DAY 


Service on eight styles of full- 
fashioned silk hosiery ranging in 
price from $12.00 to $21.00 
per dozen. 


ELLIOTT HOSIERY CO, Inc. 


Complete Stocks in 


NEW YORK 


258 Fifth Ave. 


BOSTON 


31 Bedford St. 


PHILADELPHIA 


1211 Arch St. 
DUO TOE and HEEL Full-Fashioned Hosiery 











| ABerne Leader 


(Sli - FASHIONED 
hose with a 24-inch 

Kala) pure silk boot: to be 

retailed for $1 per pair. 


QUICK TURNOVER 


VOLUME SALES 
GOOD PROFIT 


fel NUMBER that will 
readily win the patron- 
bez age of every modern 


girl and woman—then keep 
it. 


a PRICE that will not 
restrict buying to one 
ree) pair. 

Let us send you a sample order 


to prove the value of this won- 
derful stocking. 


> Oire 


BERNE HOSIERY MILLS 
Reading, Pa. 
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This 


Book 


HOSIERY SECTION 





condenses in 15 pages the 
results of 50 years’ experience 
in Hostery Merchandising 

















pectalizing 
for Profit 


A STUDY OF 
THE MODERN HOSIERY DEPARTMENT 








——————) 
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HOSIERY 


It ts 
Yours for the 
Asking 


“Extremely interesting’”—“The best thing of 
the sort I have yet seen” — 


These are typical expressions of approval of this 
unusual portfolio. 


It includes a graphic report of a recent hosiery 
investigation among 6,000 women; an analysis of 
certain interesting trends in wholesale buying to- 
day, based on surveys made by three of the great- 
est merchandising authorities in the country; and 
an outline of hosiery merchandising methods which 
have been tested and proved successful in dozens 
of hosiery departments today. 

It will also bring you specifications of the Gordon 
line, reproductions of the first four Gordon adver- 
tisements for fall, with two of the new Gordon 
store cards reproduced in full colors. 

The coupon will bring it free of charge. Clip 
it today. 








Name 
Address 
City 


Brown Durrett Company, 11 West 19th St., New York or 104 Kingston St., Boston 
Kindly send me free of charge a copy of your new portfolio, “Specializing for Profit”. 
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SELL THE IDEA OF 
GRACEKEFULNESS IN 
ANKLES AND THE 
STOCKINGS WILL 
SELL THEMSELVES 


NYX POINTEX offers not only the silken 

splendor of a perfectly knitted hosiery 
fabric. It actually gives the ankle a be- 
witching smartness and grace of line that is 
the quest of every fashionable woman today. 
The lines of the Pointex heel create an illu- 
sion of gracefulness even when that quality 
is not quite a natural virtue. 


That idea is the very basis of Onyx national 
advertising that is reaching one out of every 
two families in the country. That, too, is 
the basis of increased hosiery sales for you 
if you will but sell the idea of the new, trim 
beauty that Pointex brings to all ankles. 


“Onyx” ® Hosiery 
** Pointex”’ 


REG.U.S.PAT.OFF. 


Gotham Silk Hosiery Co., Inc. Note the constantly 
389 Fifth Avenue increasing number 

of Pointex-clad 

New York ankles everywhere 
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More Harmony Between Hose 
and Shoes Next Spring 


Exact Match in Light Tones 


ILL the women of the 
country demand anything 
radically new in the line of 


hosiery colors for the spring, 1927, 
season? This question can be safe- 
ly answered in the negative, yet it 
must be qualified to some extent. 
The whole _ so-called 
“nude” range will con- 
tinue to be good, but the 
tonal qualities will be 
changed. On the spring, 
1927, Hosiery Color Card, 
just released under the 
auspices of the Textile 
Color Card Association 
and the hosiery industry, 
such shades as Atmos- 
phere, Champagne, Sun- 
set, French Nude, Piping 
Rock, Alesan, Dove Gray, 
Evenglow, Blue-Fox, 
Grain and Beige are con- 
tinued. The new shades, 
seven in number, are 
added to principally take 
care of the new colors in 
spring shoes, providing a 
perfect match. Shell 
Gray is one such new 
color. 


EARLBLUSH in ho- 

siery harmonizes with 
Pastel Parchment in 
shoes. The other new 
hosiery colors are Flesh 
Pink, a very delicate tint; 
Aloma, a dark-skin shade, 
the color of the flashing 
brown bodies of the South 
Sea Islanders; Algerian, 
which, as the name sug- 


the changes of fashion. 


gests, is a Moorish brown; Auburn, 
a real golden “red-head” shade, 
which blends in with the _ soft 
browns in shoes, and Sandust, which 
has the mauve cast of sea sand. 
The average shoe merchant will 
not want to stock all of the eighteen 





HEN color switches give out, novelties are ready to ring 


newest golf stocking for women, made of fine mercerized yarn, 
with hand embroidered silk clocks representing golf clubs, reddy- 
tees and golf balls. 
fancy cuff around the ankle. 





Here are three versions of the 


At the left is the new cushion golf sock, with 
Imported by Krueger-Tobin Co. 


colors appearing on the new color 
card. It is certain that several of 
them will sell only to a slight extent. 
It is still too early, however, to make 
a prediction as to which of these 
colors will lead the van in spring 
selling. Certain it is, though, 
that the tendency to har- 
monize, rather than con- 
trast shoes and hosiery, 
is gaining ground, and 
the shoe merchant, in 
making his hosiery pur- 
chases, should be guided 
largely by the color range 
of the shoe stocks he has 
bought. Pearlblush and 
Shell Gray, of course, will 
be in big demand if the 
expected vogue for Pastel 
Parchment and Shell 
Gray shoes _ develops. 
These two seem to be safe 
bets for spring. 


OLOR, of course, will 

be the leading deter- 
mining style factor in 
hosiery for the spring 
season, as it has been in 
past seasons, but at the 
same time other factors 
are beginning to assert 
themselves. It is useless, 
of course, for the retailer 
handling high grade ho- 
siery to try to induce his 
customers to accept any- 
thing but all silk hosiery, 
or at least hosiery that 
has a welt not more than 
four inches in depth. 
There is nothing in the 
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HOSIERY SECTION 





style wind to indicate a lengthening 
of skirts. Feminine knees will be 
as prominent as ever, and they must 
be covered with silk. 

Advance information indicates, 
too, that there will be a larger de- 
mand for clocked hosiery than has 
been the case in recent years. Both 
the embroidered and French clocks 
are good, and the new shadow clock 
is catching on rapidly. It might be 
well for the shoe retailer to investi- 
gate some lines of clocked hosiery 
with an eye to sweetening his stocks 
and giving his customers some nov- 
elty. Mesh hose and metallic hose 
also provide interesting novelties on 
which extra business may be gained. 
Recently there has been introduced 
another novelty in the form of a ver- 
trical ombre striped hose, the dark 
tones starting at the back seam and 
the color lightening as it nears the 
center front. This hose has the 
effect of giving a more slender ap- 
pearance to the leg of the wearer. 
Of course, it is in the novelty class 
and should be handled cautiously, 
the only way to handle any novelty 
proposition. 


UT it is in the line of sports 
goods that the largest number 
of novelties will be seen this year. 
There is a decided swing in women’s 
sports hosiery toward more comfort 
in summer, lighter weight and bet- 
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ter fit. Some new sports hose in the 
shape of light weight mercerized 
cotton, in solid colors and many of 
them with fancy clox, have been 
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developed. There also is reason to 
believe that sports hose in cotton or 
lisle, of all white, with clocks, will 
be big sellers. Even in wool sports ho- 
siery for Spring and Summer wear 
the tendency is toward much lighter 
weights and finer weaves, the idea 
being to give the leg a trimmer and 
neater appearance. 


HERE is no doubt that 1927 will 

set a new high mark in the vol- 
ume of sports shoes sold to con- 
sumers, both men and women. The 
shoe store maintaing a hosiery de- 
partment cannot afford to miss some 
of the augmented sports hose busi- 
ness that will accrue from the in- 
creased volume in_ sports. shoes. 
Extremely large stocks are not nec- 
essary, nor is it necessary to handle 
every variety of sports stockings on 
the market. However, one or two 
good lines should prove to be a pro- 
fitable venture to retailers who, 
heretofore, have not handled sports 
hosiery. 


ELOW, the new Championship Golf 
stocking, made im England, of fine 
Egyptian cotton, with Paris clox and Eng- 
lish foot. It comes in the fashionable 
solid flat sports colors and fits in with the 
trend toward lighter weight sports hose 
for summer use. 
At the left, a new development in ribbed 
stockings, ingrain fiber plaited yarn over 
mercerized. Courtesy of Krueger-Tobin Co. 



































































Boot 


to b 
is CC 
a gt 
hose 
sam 
the 

taile 
spor 
bett 
diffi 
dise 
deps 
shoy 
qual 
pric 
Whi: 
tion 
The 
opp 
tren 
pric 
age 


larly 
has 
amo 
ture 
no 
effo: 
pric 
prof 
mur 
dem 


the 

figh 
still 
neat 
ings 
fielc 
hose 
is g 









rder 


1 to 
1 or 
will 


ear 
iter 
dea 
and 


vill 
yol- 
on- 
"he 
de- 
me 
\si- 
in- 


ec- 
dle 
on 
wo 
ro- 
10, 
‘ts 


olf 
ine 
Lg- 
ble 
the 


SE 


ed 


er 











Boot and Shoe Recorder 


Men’s Hose 
Drifting to 
Extremes 


High and Low 
Priced Goods 


in Most Favor 


Te: men’s hosiery business 
is drifting to extremes. The 
great middle ground seems 
to be dropping out, so far as price 
is concerned. Thus it is that we see 
a good business being done on half 
hose above the $2 mark and at the 
same time a tremendous volume in 
the three-for-a-dollar and 50-cent re- 
tailers. The same thing applies to 
sports hose, with retailers of the 
better grade golf hosiery finding no 
difficulty in disposing of merchan- 
dise around $8 and $10 a pair, while 
department stores and_ specialty 
shops are offering and selling large 
quantities of cheap golf hose at 
prices running as low as $1 a pair. 
What the outcome will be is a ques- 
tion that only time can answer. 
There does seem, however, to be an 
opportunity for some retailers to en- 
trench themselves in the middle 
price ground and appeal to the aver- 
age man. 


HERE has been much price cut- 
ting in men’s half hose, particu- 
larly in the lower grades. Much of it 
has been due to the keen competition 
among retailers, and the manufac- 
turers themselves are to blame for 
no small portion of it. In their 
efforts to put out hosiery “at a 
price,” some producers have shaved 
profits and cut quality to a mini- 
mum, but they have met the price 
demands of those seeking goods for 
a minimum amount of money. 
Stylewise, there is little new in 
the men’s half hose field. The old 
fight between fancies and plains 
still continues. The plainer and 
neater effects, the more quiet color- 
ings, predominate in the high priced 
field. The vogue for clocked half 
hose, which first appeared last year, 
is gaining renewed strength and is 
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T the left is a new design in golf hose, blue and 
white horizontal stripes, with vertical stripes and 
diamonds in black and red. In the center is a new design 


in beige and white, while at the right the beige and white 
stripes are broken by black diamonds on a white ground. 
Courtesy of Kramer Bros. 


expected to reach its height this 
spring and summer. Even in the 
cheaper half hose, where fancies 
rule the field, more somber tints and 
less wild patterns are in evidence. 
Large splashy designs have given 
way to neat vertical stripings. 
Colors have grown more subdued, 
and while such shades as blue, red 
and brown are still good, their tonal 
qualities have been softened con- 
siderably. The whole trend is 
toward what might be termed “good 
taste.” 


HETHER the vogue for the 
derby hat; the plain blue over- 
coat and -the dark suit, which almost 


put men into uniform this winter, 
will continue through the spring sea- 
son is difficult to tell. If this trend 
toward somberness in men’s garb 
continues, of course, it will mean a 
demand for more somber hose. How- 
ever, the clothiers and furnishers 
are pushing hard toward more color 
in men’s garb for spring. If they are 
successful, hosiery will follow suit. 
Pastel shades in clothing are looked 
upon with less condemnation by well 
dressed men. The pastels are com- 
ing into favor. Pastel hosiery may 
be expected to follow. At any rate, 
soft blending shades rather than 
harsh colors will be demanded by 
men. 
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Month-End Specials Build Shoe 


and Hosiery Business 


ONTH-END specials offered 
M every other month or so 

and giving shoe customers 
a dollar credit or a dollar pair of 
hose for every pair of shoes bought 
at a price of $6 or more, is proving 
a splendid business builder for the 
Casey-Curtis Shoe Co. of Pomona, 
Cal. 

The offer is made for a week at a 
time and sometimes two or three 
months are skipped between offers, 
as the store doesn’t wish to kill the 
good thing by running it to death. 
And when such month-end specials 
are well advertised by the store there 
is, invariably, a distinct increase in 
the business of the store which 
makes the proposition very worth 
while indeed. 

No doubt other stores could use 
this same sort of a month-end propo- 
sition with equally good results and, 
no doubt, other stores would find, as 
this establishment does, that the cus- 
tomers who take advantage of the 
offer generally apply the credit on 
the purchase of expensive hosiery 
rather than simply taking the dollar 
pair of hose offered by the store. 

“We find that this little proposi- 
tion is a big help to us in more ways 
than one,” said E. L. Curtis, one of 
the partners. (The other partner is 
J. R. Casey.) 


66 E find, first, that the offer al- 

ways shoots business way up. 
T ruess it’s the old story of nothing 
being quite so appealing to people 
as the thought of getting something 
for nothing. The idea of getting a 
dollar pair of hose with the purchase 
of a pair of shoes or a dollar credit 
on hosiery has a tremendous appeal 
to many people. 

“In the second place we find that 
the proposition has the tendency 
toward getting our customers into 
the habit of buying more expensive 
hosiery. As I say, most of the folks 
take the credit rather than the pair 
of hose and apply the credit on more 
expensive hosiery than they have 
been accustomed to wearing, per- 
haps. And when they once wear 
more expensive hosiery and see how 
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By Frank H. Williams 


nice it is and how well it looks they 
never feel like going back again to 
the less expensive stuff. Conse- 
quently when they come back to our 
store again to purchase more ho- 
siery they buy the more expensive 
kinds and we profit accordingly. 

“In the third place this proposi- 
tion starts some people into the 
habit of buying their hosiery from 
us instead of getting it elsewhere. 
You know, we don’t sell hosiery to all 
of our shoe customers although we 
do sell hosiery to a great many of 
such customers. So anything that 
helps us in selling hosiery to more 
of our shoe customers is bound to be 
a mighty good thing for us. 

“And in the fourth place it helps 
to impress on the minds of the pub- 
lic the fact that we are a live wire 
store and that we have a big stock 
of hosiery, and all this, of course, 
helps things along. 


66 ES, from every angle this 

month-end special proposition 
is proving to be a splendid business- 
builder for us.” 

And, no doubt, other stores might 
use the same _ proposition with 
equally good results in the way of 
building more business. 

As would be expected from such a 
live wire store, this establishment 
has a number of other business- 
creating plans which could be used 


A Real Economy 
Argument 


The strongest argument we 
have ever heard of to make a 
woman buy two pairs of hose 
at a time is this ane, used by 
Mr. Curtis: 

“If you have two pairs of 
hose alike, you can get a run 
in one stocking and still have 
a good pair left, and you can 
even ruin two of the stockings 
and still be able to have a fresh, 
attractive looking pair of hose 
all the time.” 





by other retailers with splendid re- 
sults. 


OR one thing, this store always 
| po Nest to sell hosiery to every 
shoe customer, and in doing so it 
always tries to sell two pairs og hose, 
but makes no effort to sell three 
pairs at a time to a customer except 
during the Christmas holiday sea- 
son. 

“‘Here’s the idea,” said Mr. Curtis, 
in explaining this phase of the estab- 
lishment’s merchandising policy. “A 
woman comes in here and buys a 
new pair of shoes, we’ll say. All 
right. That woman naturally needs 
a new pair of hose to go with the 
shoes. She needs new hose because 
her old hose may be faded and so 
may not be a perfect match and the 
old hose may not have that look of 
freshness that the new shoes de- 
mand. So it is an easy thing, com- 
paratively speaking, to get the cus- 
tomer to buy one new pair of hose. 

“But after making the sale of the 
one pair of hose to a customer, we 
say something like this to her: 


666 ANY of our customers buy 
two pairs of hose instead 
of one pair at a time. By alternating 
the two pairs they keep them always 
looking fresh and attractive for a 
much longer time than might other- 
wise be the case. You know, one pair 
of hose when worn constantly soon 
gets to have a sort of old look, but 
when you have two pairs of hose and 
alternate the two you keep both pairs 
looking fresh much longer. Also sup- 
pose you get a run in one of the 
stockings of one pair. If that is the 
case the pair is ruined. But if you 
have two pairs of hose, you can get a 
run in one stocking and still be as- 
sured of having a good pair and you 
can even ruin two of the stockings 
and still be able to have a fresh, at- 
tractive looking pair of hose all the 
time. Finally, there is the matter of 
matching your shoes. If you buy 
two pairs of hose now you will get a 
perfect match and have sufficient 
hose to last for a good part of the 
life of the shoes. But if you buy 
only a single pair and then later try 
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The Casey-Curtis Shoe Store, Pomona, California, with its efficient hosiery department at the left. 


to buy another pair to match the 
shoes I’m afraid you'll have trouble, 
because it is always difficult for us 
to match older shoes.’ 

“This line of talk puts over the 
sale of two pairs of hose to custom- 
ers in a wonderfully large number of 
instances. Women appreciate the 
logic of what we are saying and 
realize the benefits to themselves of 
buying two new pairs of hose at the 
time of purchasing their shoes. 


“ UT the proposition of trying to 

sell three pairs of hose at a 
time is something else again. We 
find it much more difficult to try and 
sell three pairs of hose than we do to 
sell two pairs. The trouble is with 
trying to sell three pairs, we find, 
that three pairs seem too much to 
the average woman. She would 
rather do what the average merchant 
of the day is doing, namely, she’d 
rather buy frequently than to stock 
up in one big buying orgy. So we 
seldom get anywhere, except at 
Christmas time, in trying to put 
across the sales of boxes of three 
pairs of hosiery at a time.” 

So much for that phase of the 
store’s selling policy and now for a 
consideration of another feature 
that is of big help to the store. This 
is the fact that the drawers in which 
hosiery is stocked, directly behind a 
little counter at the left just after 
entering the store, all are arranged 

-rding to colors and all have the 

~~ominently displayed on 


cards attached to the front of the 
drawers. Also the prices are plainly 
marked with the colors. Over 
thirty different colors and shades are 
regularly carried by the store. 

The effect of this proposition on 
the store’s hosiery sales is told in 
this way by Mr. Curtis: 

“Shade and color of hosiery is 
tremendously important to the aver- 
age woman. She buys hosiery ex- 
clusively by color, we believe. She 
wants hosiery that will match her 
shoes or that will match some dress 
she is wearing and she is particular 
about seeing to it that it is an exact 
match, too. Consequently the more 
shades we have in stock the more 
chance we have of making sales.” 


Group Hosiery 
Sale Highly 
Successful 


HE second annual group hosiery 
sale, which last year proved such 
a formidable weapon with which to 
combat the endless chain hosiery 
game, was even a greater success as 
put over by Husch Brothers depart- 
ment store, St. Paul, this season, ac- 
cording to check-ups just completed 
by Fred Grauel, manager of the shoe 
and hosiery departments. 
This year the sale extended over 
three days, as against one day the 
first year, and brought two and one- 


half times the business of the sale 
last year. The system followed by 
Manager Grauel was to move the 
hosiery department over into the 
more commodious adjoining space 
occupied by the shoe department, dis- 
playing the stock on more than a 
dozen big tables. The advertised 
offer was one pair, $1.55; three 
pairs, $4.50; six pairs, $8.50 
($1.41 2/3 a pair); 12 pairs, $16.50 
($1.38714 a pair). 

The sale was advertised by large 
display advertisements in the three 
daily newspapers, by postal cards and 
by telephone. This latter method 
was very extensive. Not only did the 
girls in the hosiery department call 
up all the women on the hosiery list, 
but the girls in all departments of 
the store called their customers, and 
the men in the shoe department did 
likewise. The cue was not merely to 
advise the women of the sale, but to 
actually book orders, and $35 in ten 
prizes was distributed to the sales 
persons taking the most telephone 
orders—as a result of which 150 
dozen had been sold before the sale 
actually opened. 

The three, six and twelve-pair of- 
fers brought practically the same 
number of individual sales as the 
single-pair offer. Mr. Grauel figured 
his advertising expense at 634 per 
cent and his selling cost at four per 
cent. Twenty-five girls were em- 
ployed during the three days, as 
against three regulars on the hosiery 
sales force. 
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oeerre Ctra 
merchandise 
protection - - 


Novelle—a sheer gun-metal 
stocking with jet black foot is 
the established style leader of 
the season. Per doz. $24.00 


Peerette—extra sheer, iden- 
tical with Novelle in weight 
and finish, is made in the new 
shades—brilliant, lasting. 

Per doz. $22.50 


*Ingrain means each thread 
has been dyed before knitting. 
thus giving each strand individ- 
ual lustre and beauty. All 
Holyoke hosiery is ingrain. 





ALL HOLYOKE 
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Beauty 
revealed 


SILK HOSIERY IS 


















This new cellophane packing of Holyoke Silk Hosiery combines the sales 
appeal of beauty with protection that increases your profit. 


SJEAUTIFUL things, for example, Holyoke ingrain* 
= hosiery, sell best when attractively shown. Now 
wrapped in transparent cellophane, every detail of 
the sheerest Holyoke chiffon may be seen by shoppers. Thus 
displayed, the exquisite coloring, the fine texture and the rich 
ingrain lustre prove most tempting. 





With this added sales appeal is combined a protective fea- 
ture that reduces markdowns. So soft, that unlike sharp 
paper edges, it cannot possibly start a thread, cellophane re- 
duces loss from careless handling by clerks or customers. 
This feature insures your full profit margin on Holyoke Silk 
Hosiery. 


Send for this new package. Boxes contain three pair. 


Fohaghe, Silk Hosiery CG, 


Jlolyok e. Mas 


358 Fifth Ave. 
New York City 


453 Washington Street 
Boston, Mass 
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& FlOoSIERY MARKET TALK 2 


Gotham Takes Over Onyx 


HE Gotham Silk Hosiery Co. has 

formally taken over “Onyx” 
Hosiery, Inc., has dissolved the lat- 
ter corporation and reincorporated 
it under the same title. In the in- 
corporation papers, capitalization of 
Onyx is given at $20,000. In a 
formal statement, R. E. Tilles, vice- 
president of Gotham, says that Onyx 
will be run as a separate corporation, 
with offices and showrooms main- 
tained in the old Onyx headquarters, 
at 1107 Broadway, New York. The 
personnel of the new Onyx organiza- 
tion has not been announced. 


Onyx Personnel Form New 
Concern 


IMULTANEOUSLY with the dis- 
solution and reorganization of 

Onyx Hosiery Inc., under the direc- 
tion of the Gotham Silk Hosiery Co., 
a group of old Onyx executives and 
salesmen announced the formation of 
the Combine Hosiery Corporation, 
which will be ready to begin distri- 
bution of full fashioned silk hosiery 
about Jan. 15. Headquarters have 
been established on the second floor 
of 1107 Broadway, New York. 

Officers of the firm are as follows: 
George J. Healey, president; George 
W. Wilcox, vice-president; Gilbert 
W. Douglas, secretary, and Fred R. 
Kingman, treasurer. All were asso- 
ciated with “Onyx” Hosiery, Inc., for 
periods ranging from seven to 
twenty-five years. 

The following were elected di- 
rectors: 

A. D. B. Johnston, H. H. Deane 
and W. E. Constant. 


ERE is how 

the Gotham 
Hosiery Co. adver- 
tised a certain 
hosiery shade that 
was much worn at 
the opera opening 





The sales force consists of P. J. 
Bittman, G. B. Dana, J. H. Brewer, 
Jr., J. V. Bingold, C. E. Himmelreich, 
J. A. Quinlan, L. J. Oaster, W. B. 
Wheeler and C. A. Wolfstaetter. All 
are former “Onyx” salesmen. 


Claims Patent on Spattees 


E are in receipt of the follow- 
ing letter from the Columbia 
Knitting Mills of Portland, Ore.: 

“We noticed in the hosiery sec- 
tion of the Dec. 4 issue of the BooT 
& SHOE RECORDER, page 114, an 
item regarding ‘Spattees.’ 

“We should like to call to your 
attention that we have been making 
this item for over a year now, and 
that we have received a _ patent 
granted to the writer, No. 1607256, 
on Nov. 16, 1926, and the rights of 
manufacturing the same have been 
granted solely to the Columbia Knit- 
ting Mills of Portland, Ore. 

“We have noticed that there are 
a number of these knitted ‘spattees’ 
on the market, and all that we have 
examined are infringements of our 
patent. We intend to protect our 
rights on the same and would sug- 
gest that hosiery or other manufac- 
turers who are making this item, 
look up this patent before continuing 
the further manufacture of same.” 


The Four-Inch Welt 


RACTICALLY all the full fash- 
ioned hosiery manufacturers 
have added to their lines chiffon silk 
stockings with four-inch cotton 
welts. Except for bargain base- 
ment stocks, the four-inch welt has 


succeeded the old long welt. Accord- 
ing to leading retailers, it is almost 
impossible to dispose of stockings 
with a short silk boot except at 
radical reductions. 


Navy Wants Socks 


The Navy is calling for bids on 
300,000 pairs of cotton socks under 
schedule 6545, opening Jan. 26, 1927. 
Bidding blanks and _ specifications 
may be obtained by interested manu- 
facturers upon application to the 
Bureau of Supplies and Accounts, 
Navy Department, Washington, D. C. 


King Is New Walk-Over 
Buyer 


W. B. King has succeeded Mrs. 
May L. Burgess as hosiery buyer 
for the chain of thirteen stores 
operated by the Walk-Over Shoe Co. 
He has been with the organization 
for seven years. 

Mrs. Burgess, who for fourteen 
years was the hosiery buyer for the 
Walk-Over stores, is now buying ho- 
siery for the Cinderella Slipper 
Salons, a chain store concern in 
North and South Carolina. 


Charles Allen Resigns 


HARLES C. ALLEN has re- 
signed the presidency of the 
Allen A Co., according to reports 


from Kenosha, Wis. It is unlikely 
that a successor will be elected until 
the next regular meeting of the 
board of directors in February. 
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Ruth Martin, Hosiery Woman 


Having Orgenized, Stocked and Opened the Depart- 


ment, the Merchandising Instinct Functions 


HE second day in 
| the new hosiery de- 
partment of The 
Martin Store was much 
like the first, save that 
there were no more calls 
from competitors or from 
hosiery mill representa- 
tives. There were some 
customers, fortunately, in- 
fluenced to visit the de- 
partment either by the 
newspaper advertising or 
through the suggestion of salesmen. 
There were fewer people in the de- 
partment and smaller sales the second 
day, though sales the first day had 
not been large. 

A salesman or two nodded know- 
ingly, in the manner of saying “I 
told you so.” They felt half con- 
firmed in their fears that hosiery 
could never be sold in a shoe store, 
belonging rather to department and 
dry goods stores and apparel shops. 
Sales of stockings in shoe stores 
must certainly be too small to make 
a Stocking Department a profitable 
enterprise. 





UTH MARTIN was quite unper- 

turbed. She had not had high 
hopes for big business at the very 
start of her adventure. Better a 
small beginning and a steady healthy 
growth in days to come. Something 
of the pessimistic comment did reach 
her ears, but affected her not at all. 
The only notice she took of it was 
to remark one day: 

“Boys, if I had nothing else to do, 
I would like to take a little time and 
preach a short sermon to you on the 
subject of the corn crop. My text 
would be the words, ‘First the blade, 
then the ear, after that the full corn 
in the ear.’ 

“A store which has been building 
up a shoe business for twenty years 
cannot secure an equally successful 
stocking business merely by an- 
nouncing the opening of a, Stocking 
Department. It takes time to build 
up a stocking business, just as it 
does to build up a shoe business.” 


store. 





and Sells the Goods 


By O. K. Johnson 


HIS is the fifth of Mr. Johnson’s articles, a 
fictionized series, on the establishment and 
running of a hosiery department in a modern shoe 
This article deals with display principles. 
The experiences of Miss Martin in opening and 
maintaining this department are drawn from real 


life—The Editor. 


One principle Ruth set up as a 
daily guide to her planning for the 
new department— THE STOCK- 
INGS MUST BE KEPT IN SIGHT. 


HE talked with the young sales- 

man who trimmed the windows 
and arranged the displays in the 
cases inside the store. 

“Jack, I want your help in giving 
a good showing to our stockings. If 
this new department is to be a suc- 
cess, folks who come into the store 
to look at shoes must see the stock- 
ings, too. I do not mean that hosiery 
must be forced upon their attention 
with any unpleasant emphasis. But 
I do mean that there must always be 
some stockings where customers 
cannot miss seeing them. 

“I do not want to see you working 
to a hard, fast, inflexible display 
schedule. That kills originality. 
And I want you to use all your orig- 
inality on this task of displaying 
stockings. But I do think there 
cught to be some system about it. 
Can’t we go so far as to say that 
there shall be stockings always in the 
window and stockings always dis- 
played somewhere inside the store? 
Let us take a stand against follow- 
ing any monotonous plan of display. 
Can’t we make the display differenc 
every week?” 

This conversation was the begin- 
ning of a strong cooperation between 
the head of the Stocking Department 
and the window trimmer. They 
worked together on this mutual prob- 
lem. Sometimes a suggestion came 
from the one; sometimes it origin- 


ated with the other. They 
worked each scheme out 
together and found that 
talking display ideas over 
together proved helpf'* 
and secured good result. 

Ruth never let Jack for- 
get that one of his ~ 
portant jobs was t 
sure that stocking: 
as shoes were al\ 
display. He worke 
number of ideas the 
hosiery in evidence. But there 
little sameness about his treatment 
of this merchandise. Whenever he 
changed a shoe trim, he changed the 
stocking display. 

Each window display showed 
thought. That means that each win- 
dow developed a thought in its dis- 
play of the merchandise. Jack dis- 
coursed upon this display phase one 
day: 

“Back of each exhibit in the win- 
dow,” said he to Ruth, “must always 
be a definite merchandising idea. A 
great deal of care needs to be exer- 
cised in deciding upon these merchan- 
dising ideas. The point each time is 
this... Just what is it we want 
this window display of stockings to 
accomplish for the Stocking Depart- 
ment. The way in which this ques- 
tion is answered determines very 
largely the character of display and 
arrangement of the merchandise. 

“It is really not the easiest thing 
in the world to trim a window with 
shoes and stockings and do justice to 
both sorts of footwear. One must 
guard against detracting from the 
attention value of one part of the dis- 
play by placing too much emphasis 
on the other.” 


FTER a little experimenting, one 
fact seemed entirely clear both 

to the head of the Stocking Depart- 
ment and to the window trimmer. 
They were agreed that it would not 
do to regard hosiery in the windows 
merely as an accessory to the display 
of shoes. The sale of hosiery meant 
great profit possibilities fo he 
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Martin Store. Hence, hosiery in the 
displays must be shown with the 
idea of attracting attention to the 
hosiery, and not for the sake of giv- 
ing a touch of color to the window 
trim and making the display of 
shoes look more attractive. Jack 
worded their mutual conclusion 
“Hosiery for hosiery’s sake.” 

“You see, Miss Martin, it is. like 
this,” he said one day in early Sep- 
tember. “You understand that I 
can’t just put merchandise in the 
window in any old hit or miss way. 
The merchandise must tell a story 
when it is displayed. And it can’t 
tell the story unless the choice and 
arrangement of the merchandise and 


“Tt is not the casiest thing in the 


accessories, fixtures, background and 
every other factor, are right. The 
articles of merchandise in the win- 
dow, with the fixtures which are 
used, must have a unity of arrange- 
ment; otherwise, how can the story 
the merchandise tells have any unity 
and completeness? You see, I’ve got 
to know what the story is before I 
can give any character to my win- 
dow display.” 

“Probably I am in a position to 
help you discover just what the story 
is,” was Ruth’s comment. “Suppose 
I give you my idea of the story, chap- 
ter by chapter, and you arrange the 
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merchandise in the windows and in 
the store cases to tell that story to 
the public? I’ll just suggest a few 
chapter headings for you now,” she 
added. And the rest of the storv 
we'll develop as a serial, won’t we?” 


HIS is the outline of the story 
which Ruth began to suggest to 
the window trimmer: 

The Martin store carries stockings 
for men, women and children. 

The assortments, though not 
large, show a pleasing variety and a 
most careful selection of styles. 

We have the fashionable shades in 
women’s silk stockings. 

Our silk stockings for women in- 


clude popular grades at $1.35, $1.65 
and $1.85, and the finer hosiery at 
$2.50 and $3.50. 

We carry a good selection of sport 
stockings, wool and _ silk-and-wool, 
for women. 

The most striking feature of our 
stock for men is the collection of 
novelty effects priced at one dollar. 

You will find a good range of novel- 
ties at fifty cents, in attractive pat- 
terns and colors, as serviceable as 
they are good looking. 

For men who admire the finer 
silks, there is an interesting line at 
$2.50. 
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The needs of the little folks are 
met with stockings in all silk and in 
silk-and-wool. 

Here are children’s stockings for 
dress, school and play. 

Be sure to see our sport stockings 
for boys and novelties for girls. 

“This is an important part—not 
the whole—of our story. Jack, can 
you make our merchandise tell our 
story, chapter by chapter, in your 
windows?” 

“I certainly can, Miss 
Jack answered. 

Confident as he was, he made good. 
His windows seemed really to talk. 
People read the story in his window 
trims. 


Martin,” 





world to trim a window with shoes and stockings and do justice 
to both 


Usually, in each window, he tried 
to say only one thing, as when he 
displayed all the designs and color 
combinations in boys’ sport stock- 
ings in a single window unit. The 
result was a surprising business on 
these numbers. And when he told 
the story of the new semi-chiffon, 
semi-service silk for women, display- 
ing the colors on three new wooden 
stocking standards, in the front 
center of the window, and in special 
boxes placed here and there among 
the shoes, he made this item the big- 
gest selling number in the depart- 
ment for an entire month. 
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“Ta dy 
Carlton” 
Best Colors 





Black 
Gunmetal 
Shadow 
Blue Fox 
Beige 
Biscuit 
Mulatto 
Grain 
Nude 
French Nude 
Sunset 

Bran 
Parchment 
Atmosphere 
Flesh 
Champagne 
Alesan 
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DOLLAR RETAILER 
PURE THREAD SILK 


The High Boot for the Short Skirt 
Service Weight— 


Guaranteed by a bond with each 


pair to give customers satisfaction or a new pair. 


Return of any slow mov- 


ing colors accepted in original packing. 


Delivery 


24. hrs. at all times. 







Write for samples. Also details of our advertising 


FREUND & BRICKMAN 


SOLE DISTRIBUTORS 


212 Sth AVE. Corton, NEW YORK CITY 
REO. U.S. PAT. OFF 
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More Popular by the Minute 


The New Ray-Mond 
Woolen 


“SPATTEE” 


Acclaimed by the newspapers, the magazines and 
health authorities as the Smartest, Most Sensible and 
eminently fashionable article of hosiery introduced 
in years. More than a practical comfort and protec- 
tion against cold weather and the splashy streets— 
a positive fashion innovation that has captured the 
country’s fancy. Eleven inches long with three-inch 
rolled cuffs. Vari-colored Jacquard patterns. Held 
close to the shoe by a strap underneath the instep 


and an elastic lining in the toe. $16 50 


% dozen in box. Dozen, 


Introducing The 


New Silk to Welt 
One Ya Gwe 


Same fine, pure thread silk, Spring Needle, tailored 
stocking with the run-proof and wear-proof features 
and the Ray-Mond guarantee of service. A fine and 
better stocking at no advance in price. $ 

Forty new and wanted shades in ONE 9.00 
TWENTY FIVE. Per dozen, 


For February Delivery 


Ray-Mond 
373 Fourth Ave. 


Hosiery Co. 
New York City 
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